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Is the Customer Always Right? 


Does the Shoe Trade Go too Far in 
Mistaking “Charity” for Service? 


' GREAT department store de- 
clared a long time ago that 
“the customer is always 


right.” 
May be that is a good rule for a 


department store where the chances. 


of selling the customer are about 
five hundred times better than in 
other stores. The department store 
can make allowances in one depart- 
ment and create business for several 
hundred other departments. The 
department store is more vulnerable 
because it has so many departments 
dependent upon the customer’s good 
will. 


UT, in a shoe store—is the cus- 
tomer always right? 

We think not. The customer 
averages to be right in a very few 
instances. People make claims for 
adjustments, repairs, new pairs, 
and other things where shoes are 
concerned more often than on any 
other article of wearing apparel. 
They are often unfair to their shoes 
because they have no understanding 
of shoes. A woman can make every 
article she wears except her shoes. 
She can trim a hat, make a dress, 
knit a stocking, crochet a sweater, 
and with her own hands create a 
score of wearables. That fact makes 
her more tolerant of the articles she 
is familiar with—that she herself 
can make. She will accept a dam- 


By R. L. PRATHER 





In one big department store the 
lingerie department is neighbor to 
the shoe department. A _ cus- 
tomer came on the floor with two 
parcels, one a boudoir wrap, the 
other a pair of blond kid shoes. 
She had dropped buttered toast 
on the flimsy piece of silk and 
lace, costing $25, and her inquiry 
was for silk to match in color at 
$10 per yard, which she bought 
with profuse thanks. Her shoes, 
storm stained from holiday shop- 
ping in the slush, were indig- 
nantly presented for exchange. 
No amount of explanation would 
convince her—she demanded, and 
got, a new pair. 

Why does the shoe trade con- 
tinue to be the “sucker,” “goat” 
and “easy mark” for any and all 
“unfair” and evea “dishonest” re- 
turns? 





aged article oftentimes, a hat, a 
sweater, a coat, or some other thing 
that she knows all about. But her 
lack of knowledge of shoes makes 
her intolerant of the slightest de- 
fect. 

A man will put in a claim for 
repairs when, if he only stopped to 
think, he would hesitate to make an 
unfair demand upon the shoe man. 
Being totally unfamiliar with the 


process of shoe making, materials, 


etc., he takes shoes as a matter of 
course and demands more of them 
than he does of the tires on his car. 

Here is an example of unfairness 





that came under the observation of 
the writer recently. A man came 
into a shoe store and demanded that 
the dealer make good on a pair of 
shoes. He claimed that the soles 
had worn through too quickly. 
Questioned rather closely he admit- 
ted that he had worn the shoes four 
months, and in that time had had 
the rubber heels replaced twice. 
The shoe dealer asked him if he did 
not think the soles had done pretty 
well, if he had worn out two pairs 
of heels in that time surely the soles 
had lasted well in comparison. The 
man repeated his demand and in- 
sisted that he was entitled to at 
least new soles. The dealer finally 
offered to have the shoes half-soled. 
The man indignantly declined this 
offer and said that unless the dealer 
put on entire new, full soles he 
would accept nothing and in future 
trade elsewhere. 


HAT would you have done in 
that case? Was the customer 
right? 

We believe you would have done 
exactly what the dealer did—stand 
by his guns and refuse to be im- 
posed upon. Perhaps he lost a 
customer, but even sd he did not 
lose much. That kind of customer 
is not much of an asset. 

Here is another case: A woman 
phoned to a dealer to say that she 


(CONTINUED ON PAGE 83) 
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New Hampshire 


much about the necessity of 

studying our stock, studying the 
market, and studying this, that and 
the other, but most of us have done 
little about it. It hasn’t been be- 
cause we have not believed the idea 
to be a good one, but because we 
have felt it a tremendous task to 
collect enough information to be of 
any use. The job is not difficult, 
however. The following observa- 
tions on the college market were 
easily obtained with a little careful 
study and are of value to the re- 
tailer who wishes to properly serve 
this type of trade. 

This information regarding the 
school and college market is not 
given with the idea that the facts 
themselves will be of assistance to 
more than a very small percentage 
of shoe dealers, but rather to demon- 
strate that it is possible to study a 
market and learn enough valuable 
facts to form a good merchandising 
guide. 

Bear in mind that the “market” 
described here refers to colleges and 
preparatory schools which are na- 
tional or semi-national in character 
and which are not located in large 
cities. Some of the facts are true 
of certain large city colleges and 


I: recent years we have read 


The Value of a 
Market Analysis 


By ALBERT W. FREY 


Assistant Professor of Marketing, Amos Tuck School of 
Administration and Finance, Hanover, 
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others are true of all such 
colleges. 

First, then, let us look at 
the average freshman. He 
is away from home for the 
first time, untied from his 
mother’s apron strings. 
He is more or less on his 
own, except perhaps finan- 
cially. He wants to be 
“one of the boys,” to play 
as they do, to talk as they 
do, to act as they do, and 
to dress as they do. His 
pattern is the sophisticated 
upperclassman. It is in 
his dress that we are par- 
ticularly interested. 


ERETOFORE, mother 

or father have accompanied 

him to the local store to see that the 
boy gets something that satisfies 
them as well as him. His mother has 
purchased his underwear and his 
socks according to her own liking. 
She may continue to buy his under- 
wear after he is in college, but how 
about the rest of his wardrobe? 
Never! What do father and mother 
know about what boys are wearing? 
So here is the freshman arriving 
at college completely outfitted by his 
home town merchants. He is not in 
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The freshman 
arrives at college 
completely 
equipped and it is 
some time before 
he is in the market 
for clothing. When 
he is he looks 
around before buy- 
ing to see what his 
“heroes,” the 
prominent wpper- 
classmen, are wear- 
ing. 


the market for a few months and 
the college town dealer cannot look 
to him for major purchases. But 
once he does start to buy, what does 
he do? He looks about him to see 
what the style is. He wants some- 
thing that the men about him are 
wearing and something that the 
boys at home are not wearing. In 
other words, he wants to be exclu- 
sive. The “ready made” idea has 
little or no appeal. This is very 
much the case with suits. He will 
buy from the “exclusive” local mer- 
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chant or the “exclusive” traveling 
representative. Some college mer- 
chants say they could handle a line 
of clothing and do little with it, 
whereas a New York firm can send a 
representative to town with the 
same goods and make a go of it. 
Exclusiveness again. 


HE college man in_ general 

dresses to differentiate himself 
from the man on the street; he wants 
to set himself apart. This is one rea- 
son why the colleges lead in setting 
styles, hold to these styles for a 
time and then generally drop them 
when they have spread over the 
country and become common. Be- 
cause of this condition many college 
town merchants have a desire, where 
it is possible, to handle a line 


The same percentage of juniors 
and seniors bought at this price. 

Now from whom does the student 
buy? Generally three factors are 
important in determining the store 
that he will patronize. In the first 
place stands the “personal” factor. 
The merchant getting most of the 
college trade will be found to be the 
one who is “Jim,” “Harry” or “Jake” 
to the boys. He shares their trou- 
bles, gives them advice and very 
often loans them money. They are 
made to feel that they are his only 
customers, that he is there solely for 
the purpose of serving them. He is 
one of them. Its a “first name” 
proposition. . 

Secondly, he will carry them on 
the books for a long time. College 
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to be treated. He must act accord- 
ingly. 


fb is danger, however, in be- 
ing satisfied with facts once ob- 
tained and not checking them from 
time to time. The buying habits at 
any college will change over a period 
of years and will vary from college 
to college at the same time. It 
would hardly be expected that a col- 
lege man would be interested in 
$4.75 shoes, yet shoes .at this price 
were widely sold direct at some in- 
stitutions a couple of years ago. 
These shoes had nothing to recom- 
mend them except comfort, but they 
were good enough to wear on the 
campus. Alert dealers met this fad 
by stocking a line of low price shoes. 

This tendency to change is 











of clothing on a consignment 
basis or to sell from samples. 
Otherwise, if they are caught 
well stocked when a style 
shifts, they usually have no 
outlet for their goods and 
must bear a great loss. 

Next, the matter of price is 
interesting. The freshman 
will generally pay more for 


HIS information regarding the school 

and college market is not given with the 
idea that the facts themselves will be of 
assistance to more than a very small per- 
centage of shoe dealers, but rather to demon- 
strate that it is possible to study a market 
and learn enough valuable facts to form a 
good merchandising guide. 





the first pair of shoes he pur- 
chases after going to college 
than he has ever paid before. Boys 
paying on an average of $8 a pair 
or less in high school will probably 
pay $10 when they start to “dress 
up” in college circles. 

They are starting up the style 
ladder. And they continue to climb. 
Sophomore year they pay a little 
more than they do in freshman year 
and so on through junior and senior 
years. An $8 average for first year 
will grow to a $10 averaze by senior 
year. Remember these figures are 
average. At least one pair of shoes 
each year takes a step up in price, a 
fact worth noting. This pair is 
kept for best—social functions and 
out-of-town trips—and a cheaper 
pair will serve for everyday wear. 

This tendency to increase the 
price paid for shoes on the part of 
college men is well brought out by 
the following figures secured from 
a representative college: 

$14 Shoes 

Three per cent more sophomores 
bexght at this price than did fresh- 
men. 

Four per cent more juniors bought 
at this price than did sophomores. 

Three per cent more seniors 
bought at this price than did juniors. 

$8 Shoes 

Eleven per cent fewer sophomores 
bought at this price than did fresh- 
men. 

Two per cent fewer juniors bought 
at this price than did sophomores. 





men demand much credit and will 
trade where they can get it. Never 
mind if the cost goes into the price 
they pay, they must have credit. If 
they’re starting on a “peerade” and 
are just about broke they can get 
the necessary dress from “Jim,” 
“Harry” or “Jake” and charge it. 
And, if there are several more 
“peerades” demanding all available 
cash, J.. H. or J. will still carry 
them. 


Thirdly, the boys like to trade in 
a “college” store. Town trade and 
college trade do not mix well. The 
prejudice exists in both camps. It 
is not altogether a case of the mer- 
chandise. This is well demonstrated 
by the influx of town trade into 
regular college stores just as soon as 
the students have left town for a 
vacation. As a general rule, how- 
ever, for a steady year ’round propo- 
sition, a merchant must cater to 
either one or the other of these two 
groups. The town store is not ex- 
clusive enough for the boys and the 
college store is too “collegiate” for 
the town trade. 

Knowing even these few facts, a 
merchant in a college town can set 
up satisfactory policies to follow. 
He knows the exact size of his mar- 
ket, about how many pairs they buy 
each year, how many they buy in 
town, what style they demand, what 
price they pay and how they expect 








seen in other lines than shoes. 
Sheepskins are going out in 
one New England college and 
those that are sold are of ex- 
tremely high quality and.cor- 
respondingly high price. In 
another college the sheepskin 
is still very popular and only 
the low grades are sold in any 
quantity. Purchasing power 
is about the same at both in- 
stitutions. Heavy rubber ga- 
loshes go well in one town, as op- 
posed to the old cloth overshoe in 
another place. The Indian blanket 
coat will sell well here and not there. 
The college market, then, like any 
market, is constantly undergoing 
change and therefore must receive 
equally constant study. 

As was stated at the beginning of 
this article, an attempt is made here 
simply to give an example of what 
a little study can show that is of 
value to any merchant. You may be 
failing to observe almost obvious 
traits of your market simply be- 
cause you have not taken a little 
time off to give them consideration. 


New Nesselson Shoe Store 


ALTOONA, Pa.—L. E. Nesselson, 
wholesale and retail shoe merchant, 
was some time ago advised that be- 
cause of a change of ownership in 
the building which he occupied at 
1422 Eleventh Avenue, he would 
have to move from his big store by 
March 31. He immediately made ar- 
rangements for a new store at 1416 
Eleventh Avenue and has already 
opened a women’s and children’s ex- 
clusive shoe store, which he is con- 
ducting in addition to his store at 
1422 Eleventh Avenue. Thus for 
the winter he will have two shoe 
stores—the big retail and wholesale 
store and the exclusive women’s and 
children’s shoe store. 
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Only Buy Re-Saleable Styles 


HERE isn’t much nourishment in a decoy duck. 

I will never forget the first time I went duck 
shooting. In the chill gray morning I arrived on 
the marshes, was given a gun and sent off to the 
south of the long salt meadow. The first pond I 
reached looked like “duck dinner” to me, and so I 
blazed away. Painted wood. 

In the early weeks of January the shoe merchant 
goes a-hunting. He is hoping to bag some espe- 
cially fine styles for Spring and Easter selling. Be- 
cause it is convention time he also expects to 


gather in a few ideas, and more or less incidentally © 


“enjoy the party.” No suggestion in the last line 


of cynicism on my part, for after fifteen years of 
following the conventions I see the inevitableness 
of carnival spirit mixed with the practical. 
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The lone buyer starts down the corridors of the 
hotels, picks a likely room and his eyes blaze away 
at a flock of decoys. All of the “painted wood” lies 
before him. He can buy—but if he does he will 
find little nourishment in the decoys. The real live 
numbers are hidden from him—perhaps because he 
isn’t big enough to get a profitable relish out of 
the real styles, or maybe because he is just a sharp- 
shooter. At any rate millions of dollars are spent 
in decoy styles—built for the eye without rhyme or 
reason—merely trick patterns—painted wood. 

Would it be possible for a great industry to lay 
its ducks on the table—concentrate attention on 
footwear having intrinsic style merit in every pair? 
The confusion in the style hunter’s mind would dis- 
appear. He could make his selections from tried 
and tested patterns, lasts, materials and go back 
to his store feeling that millions of pairs will be 
made up in the same family of style—all serving 
the purpose of making the public more confident of 
the selections of the local merchant. 

The wastage in decoy styles is tremendous. 
There is a national fortune spent in just the item 
of excess baggage of the treveling man, plus the 
cost of handling, fumbling and polishing ’em up. 
They “doll-up” a display and “ball up” the trade. 
The old game of “hunt and hunch” was all right 
for the period when “tickle the trade with novel- 
ties” was needed to stimulate interest in pretty 
shoes. But in 1926 after five years of experimen- 
tation, how about directness and correctness—mak- 
ing the merchant select what is good for his store 
to have to make a profit? Once a sample is right, 
don’t change a specification— it’s not to be doctored 
with—providing its shoemaking and fitting are 
right—and its style is right not only for Easter, 
but for the months to come. 

(Signed) The Editor. 

(Written at the style shows as a general trade 
recommendation. ) 





Should Men Be Careless 


O men appreciate their shoes? It seems not. 
From observation one might become con- 
vinced that the average man gives his footwear 
the least care of any of his wearables. If any 
reader wants to investigate, let him stand on any 
street corner, or in any public place, for a few 
minutes and watch the feet of the men as they 
pass by. It is rather amazing to see how many 
pairs of shabby, mistreated, misfitted, sloppy, slov- 
enly shoes will pass a given point in a short time. 
One of our editors sat in the waiting room of a 
western railway station recently between trains 
and studied feet for one hour. At one time there 
were forty men standing, sitting, walking or 
lounging in and about that station. Of the forty 
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there were exactly two pairs of shoes that had been 
shined, or that showed any signs of careful treat- 
ment. 

Most of them were black kid or light weight 
black calf. Most of them were badly scuffed. 
Many of the heels were run down, lop-sided, sloppy. 
Some of the toes were minus large sections of 
leather where the wearer had stubbed his toe and 
scaled off the outer finish. There were a few pairs 
of tans that looked even worse than the blacks. 

Why is it? Why are men so careless of their 
shoes? Why will a man pay from $10 to $16 for 
a pair of shoes and allow them to disintegrate from 
lack of dressing, or polish? Shoe dressings are 
among the cheapest of all products and a few 
minutes’ time costs a man but little. There are 
shining stands all over the map. Ten cents is not 
a large amount of money to pay for a shine. Still 
the average man is badly dressed as to his feet. 

It seems that the job of selling men’s shoes 
does not end with the sale. The shoe man’s respon- 
sibility goes beyond that. When we have educated 
men to a better understanding and appreciation of 
their shoes, we may sit back and say: “Well done.” 


Rivalry Is Spice of Life 
‘A RETAIL shoe salesman told some friends the 
other night that he had enrolled in an evening 
class in the Uni- 
versity and was 
listening each week 
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tive to rivalry. The rewards of rivalry may in- 
clude distinction, reputation and wealth; but the 
real incentive is joy in the work, pride in the job. 
“The noblest rivalry is the rivalry of service” was 
the capsheaf of the lecture. 

And the young man thought, “I’ll- remember 
what I have heard tonight; and when I am a shoe 
merchant, with my own store, I shall rival the 
best men in my line.” He was moved by a vision 
of what rivalry in competition among merchants 
really means—traveling along with the best of 
them, going their way but getting ahead of them, 
doing the things they do but doing them better, 
serving the community. 

But why wait to be a merchant with his own 
store? Why not act now and apply these prin- 
ciples of psychology to himself, a salesman among 
salesmen? 

The shoe salesman who finds happiness in his 
job, takes pride in doing his work well and is 
stimulated by the call to service, is following a 
guidepost to success in his work and is well on the 
way to equip himself to be a successful merchant. 
Whether as salesman or merchant, if he thinks in 
terms of service, society will see to it that he had 
a suitable reward. That is the way a personal 
following or a store clientele is built up. If he 
serves better than his fellow salesmen or his 
brother merchants, the world will find the way to 
his door. 

Many a shoe 
merchant has 
learned that he 





to lectures by the 
professor of psy- 
chology. He al- 
ready felt that he 
had received the 
full value of the 
fee required for the 
course. The prac- 
tical way in which 
this rather high- 
brow science 
touches the things 
of everyday life had 
astonished him. 
He had just 











cannot outpoint his 
competitors on lo- 
cation of store, or 
on its attractive 
furnishing, or on 
economy in operat- 
ing it, or on pulling 
power of advertis- 
ing, or on character 
of merchandise, or 
on appeal of price. 
What then remains 
to him? The door 
to successful com- 
petition on service 








heard a lecture on 





“Rivalry” as the 
second of three 
phases or forms of 
“Emulation.” The 
famous professor 
had said, “Rivalry 
does nine-tenths of 
the world’s work.” 
He had spoken of 
“the joy of excel- 
ling” as the incen- 














The merchant wants to see the “real styles” —no more decoys 
for him—so show him the best good. 





to customers is 
never closed. And 
the delight of ex- 
celling in service is 
the greatest satis- 
faction of all. 

It is this sort of 
rivalry that will do 
the shoe trade a 
vast amount of 




















TWEEN three and four 
B eeu shoe men came to 

St. Louis. Over two thous- 
and validated their tickets—a posi- 
tive test. Let’s tell the story of one 
merchant’s observation. 

You alight from your train in the 
St. Louis Union Station, one of the 
first to be on the ground to attend 
the St. Louis Pageant of Footwear 
Fashions and the Southwestern 
Shoe Retailers Association Conven- 
tion held Jan. 4, 5 and 6. This is 
Sunday, but the outpouring of re- 
tail shoe merchants from incoming 
trains indicates that joys, profits 
and pains, if any, in 1925 have been 
shot into oblivion. The new year 
with its horizon in colorfyl shades 
of predicted success is ahead. Alert 
merchants are stepping into 1926 
with their best foot forward and 
they rush to hotels—pep and zest in 
every step. 

Your reservation at a hotel was 
made in advance. You smile with 
the service rendered. If you failed 
in this duty you are directed 
quickly by Frank A. Mahler, execu- 
tive-secretary of the St. Louis Shoe 
Manufacturers and Wholesalers 
Association to a hotel where rates 
are reasonable and rooms available. 
In the Statler Hotel, headquarters 
for both the style pageant as well 
as the convention, mobs are milling 
in the lobby and you are jostled but 
remain jovial. This is a gathering 
of shoe merchants and the apparent 
business bustle of these men is 
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Spring Gets Stylish 
Merchants Buy Heavily Proportionately} 


Without Lar ge 
Business Placed 


Colorful shoes for Easter make it 
imperative that merchants increase 
their gross margins. Unless they sell 
the new styles at prices commensur- 
ate with their styleworth they will 


St 





nothing other than an eager energy 
to be off and make a quick start in 
the selection of Easter footwear. 

It matters not the type of foot- 
wear you are selling, because in 
this great market not alone the 
home manufacturers of the shoe in- 
dustry are represented. Added to 
this list of twenty-three shoe manu- 
facturers some of them of gigantic 
proportions, are also three hundred 
and fifty additional lines displaying 
their product, and, may it be said, 
at the cordial invitation of the St. 
Louis manufacturers. 

If you are looking for St. Louis 
shoes you seek these lines in the 
Statler Hotel, reserved exclusively 
for the members of the St. Louis 





Jackson Johnson, Chairman of 

the Board of the International 

Shoe Co., dean of the St. Louis 

shoe manufacturing trade and 

sponsor at the meeting on the 
opening day 


Manufacturers Association. Here 
on the first four floors you will find 
the new spring styles well dis- 
played, radiant with new patterns 
of alluring colored materials—kid, 
calf and satin. 

If you buy shoes in Philadelphia, 
Brooklyn, New York, Boston, Roch- 
ester, Milwaukee, Cincinnati, Chi- 
cago or any of the other popular 
markets, you leave the headquar- 
ters at the hotel and journey to 
either the Mayfair, Jefferson, Mary- 
land, or Marquette Hotels where 
you will find housed your individual 
manufacturer. ; 

A glance around any of the hotel 
lobbies convinces you that this is 
the mecca for the shoe men who 
came to see 1926 footwear styles 
make their debut at the St. Louis 
show. 


IKE all good merchants you are 
having an eyeful on Sunday, 
carefully building your mind picture 
of what best will fill your customer 
requirements. 

Shoes are prettier, and the high 
colored kid leathers are fascinating. 
But seeing many lines, analyzing 
carefully various patterns, elimin- 
ating types, creates for you a foun- 
dation of a sane and sound buying 
footwear program, that when prop- 
erly merchandised through your 
store will pay profits and decrease 
losses. 

Monday is to be filled with buy- 
ing, convention and style pageant. 

It is Monday morning at 8:30 
o’clock. You crash the lobby of the 
Statler to register and become a 
full-fledged participant. 

More merchants have arrived and 
the churning of the crowds becomes 
a traffic jam that makes a Fifth 
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not profit, for small margin period 
has gone by. At least a dollar more 
at retail per pair, nationally, is need- 
ed if the merchant is to make money 


BOOT AND SHOE 


‘Start in St. Louis 


‘on Parchment and Blond Shades but 
‘Rebuying on Blacks; 
‘Less Than Expected 
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on colorful shoes this season. 


















Avenue mixup mild. At the regis- 
tration desk you’re listed and given 
a badge of recognition. At the same 
desk you join the Southwestern 
Shoe Retailers Association, have 
your ticket validated and get your 
ticket to the style pageant. 

To attend, the pageant it is not 
essential that you buy your foot- 
wear in this market. If you’ve come 
to look and are a retail shoe mer- 
chant you get the glad hand of wel- 
come. 


OU’VE learned that an exchange 

of ideas with other merchants 
has always paid dividends so you 
enter the convention of the South- 
western Shoe Retailers Association 
at 2-o’clock. 

All shoe men are headed skyward 
to the ball room of the Statler, ele- 
vators are loaded with shoe horns 
and your hat becomes the collapsi- 
ble variety without your consent. 
On the 16th floor the crowd has 
gathered and you line up as for the 
world’s series. A big broad curtain 
has two heroic figures of St. Louis 
emblazoned “Shoes That Sell.” 

It’s a carnival crowd that takes 
its business with some frivolity and 
enjoyment. It is the premier per- 
formance. 

Bennie Field as the announcer, 
opens the first performance of the 
St. Louis pageant of footwear fash- 
ions. A few wise cracks and laugh- 
ter, then the serious introduction of 
H. V. Stephens, president of the St. 
Louis Shoe Manufacturers and 
Wholesalers Association. We see 
him step on the runway as the chief 
executive of the organization rep- 
resenting twenty-three St. Louis 
shoe manufacturers under whose 
auspices the production was given. 


Stephens welcomed the retailers 
and stated that the St. Louis manu- 
facturers were honored in having 
at this second annual performance, 
so many retail shoe merchants. 

He said that he is often asked by 
many merchants why St. Louis has 
shown such rapid growth in the 
footwear industry. His answer to 
this inquiry has always been the 
following three fundamentals: 

“1. Unusual values, 2. Superior 
Service. 3. Complete cooperation 
between the manufacturer and the 
retailer.” 

Then was introduced Chas. E. 
Williams, president of the South- 
western Shoe Retailers Association, 
who on behalf of the members of 
his association thanked the mem- 





John Bush, President of the 

Brown Shoe Co. and sponsor at 

the Style rape: on the opening 
nig 






bers of the industry for presenting 
the pageant for their advantage. He 
commented on the importance of 
the style forecast for spring and 
the completeness with which the 
manufacturers had prepared this 
revue. He proceeded to introduce 
John J. Baird, president of the N. 
S. R. A. who commended the manu- 
facturers and merchants for gath- 
ering in such conclave. When he 
predicted a banner year for 1926 
for the retail shoe merchants of the 
country it was an occasion for long 
applause. It would be a prosperous 
twelve months for merchants if 
they merchandised their footwear 
properly and particularly at the 
right profit, he stated. This meant 
prosperity for the manufacturer as 
well as the retailer. 


V. STEPHENS then _intro- 
e duced the greatest success in 
the shoe industry and the dean of 
shoe manufacturers in St. Louis, 
Jackson Johnson, chairman of the 
board of the International Shoe Com- 
pany. A salvo of applause and 
cheers was a deserving tribute to 
one who has built so remarkable an 
institution as the one he heads. 
He stressed the close contact that 
exists between the manufacturer of 
this market and retailers through- 
out the nation. The first shoe manu- 
facturer started business in St. 
Louis in 1878. Then for twenty 
years the market was dormant. The 
greatest growth occurred in the 
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The Theatrical 


From Stage to Street 
Our Avenues Soon 
Fashion 


From the shoes on the runway at 
St. Louis to the shoes in sample 
rooms it is only one step further in- 
to store stocks with clever appliqués 
and fancy patterns ruling. Once the 
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past twenty years, stated Johnson. 
A high tribute was paid to his 
younger colleagues who had done 
so much to widen the scope of the 
market with the introduction of 
fashionable footwear. Service was 
the principle fact which Johnson 
expressed as a prime element in the 
development of the market. 

The preliminary announcements 
and talks finished we plunge into 
the pageant proper. 

Gene Rodemichs raises his baton 
and soft music sweeps over the ball 
room. The curtain parts again and 
Miss Grace Brinkley and her foot- 
wear favorites of the past show 
danced and sang songs some of 
which were hits on “Shoes That 
Sell,” the show slogan. 

The runway down the center of 
the room with seats on each side 
gives every merchant a ringside 
seat. The crowned path effect is 
unique. 

You see the shoes at the very 
peak in a perfect profile. Lights 
cleverly brighten each style and do 
not dazzle your vision. 

Now comes the sport and street 
wear promenade and the buying 
parade portion of the program for 
the shoemen. From an immense 
shoe built on the idea of “The Old 
Lady Who Lived In the Shoe,” 
emerges the first mannikin pre- 


ceded by a comely miss costumed 
in the historical garb of St. Louis. 
Then followed a page carrying 
an individual standard bearing the 
name of the manufacturer present- 
ing the shoe. You immediately dis- 
cern that colored kid springtime 
patterns will predominate. You feel 
more confident after seeing your 
style judgment confirmed by prac- 
tically all manufacturers exhibit- 
ing. The French tie oxfords are 
airy and sparsely shown. Open ef- 
fects in these shoes predominate 
with from two to four eyelets. 
Parchments, Sauterne and opal grey 
are the principal colors and you 
see these patterns trimmed in 
either under-lays or appliqués of 
harmonious trimmings. 


W. F. McElroy of the McElroy- 
Sloan Shoe Co 


The trimmings are delicate and 
much of it is on the vamps. Many 
shoes of white kid are shown trim- 
med in parchment and tan shades 
with some being beautified with 
blue and green colored kid trim- 
mings. In sport oxfords for men 
you see white calf or elk, trimmed 
for the most part, in tan calf. Rub- 
ber soles. and heels are preferred. 

Another entertainment feature is 
now amusing you. It is a saxophone 
sextette—good and peppy. 

Next, comes Rae Samuels, con- 
vulsing the audience with her char- 
acter song sketches. The show must 
go on, so you witness the afternoon 
wear promenade. Styles of pumps 
and one strap command the major 
place in this revue. One-straps ap- 
pear to outnumber pumps because 
Charleston dancing needs a grip to 
the foot. They are slender type pat- 
terns. The newest straps in many 
cases are what have been termed 
lopsided effects, the strap starting 
slender and branching in some 
cases to a two button effect at the 
fastening. These unbalanced modes 
are also observed in the trimmings 
and in the line running from the 
vamp to the arch. The line just 
mentioned does not meet the sole- 
line and does not have the open- 
shank effect we knew a few seasons 
back. One pattern had the shank 
closed on one side and opened on 
the opposite. You will note the 
greater proportion of straps than 
pumps. However, pumps are plenti- 
ful. They are more fancy in the 
three shades mentioned above. 

Appliqués and underlays are the 
principal trimmings for the major 
part as are also harmonious effects 
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Period of Style 


is But a Short Step. Will 
Become National 
Runways ? 
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merchant passed up the weird and 
wild shoes, but he now thinks of 
jazzing up his store and window. 
However, be orderly minded and 
don’t get stampeded_ in tricky shoes. 
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in the afternoon wear showing. 
Bronze patent trimming is used 
slightly on a few shoes, scrolls 
make a popular design used on 
pumps and the few exceptions are 
in a contrasting shade. 

Grey again is profusely shown 
with four shades of gray in trim- 
ming on contrasting materials dim- 
med in both blue and green kid. 
Heels are generally 16/8 to 19/8 
with little deviation from these alti- 
tudes. 

More entertainment—A coon 
shouting répertoire by Blossom 
Seeley. Dance music for the even- 
ing gown promenade. Silver is 
shown to the same extent of per- 
centages as Ivory Soap is pure. Bro- 
cade cloth effects, particularly the 
basket weave materials received 
much prominence in this revue. 
The trimming is invariably silver 
kid. 

Plain silver kid pumps are shown 
rather extensively but not quite as 
prominently as one straps. Heels 
remain in the sky scraper field the 
same as on other patterns shown 
during the afternoon. 

Now comes Grace Brinkley with 
her stepping strutters and the show 
is coming to a close, but not with- 
out sparkling brilliance as the best 
style show yet conceived, if com- 
parisons are in order. 

One outstanding feature of the 
style revue was the complete cor- 
rect costuming of each model from 
toe to tep. Fashionable costumes 
were furnished by St. Louis gar- 
ment houses, every retail shoe mer- 
chant in the vast auditorium left it 
with a definite opinion as to style 
trend not only in footwear alone, 











but wearing apparel as well. To 
Major Levy, director of the style 
pageant goes unstinted praise. The 
youthfulness and enthusiasm of 
mannikins was refreshing. The per- 
formance was a finished féte of 
loveliness. 

W. S. Overton, chairman of the 
booth and display committee, and 
his vice-chairman, S. A. Beason, 
did remarkable work in completing 
the details for the Manufacturers’ 
Association. 

John H. Wilson was responsible 
for the entertainment program 
which was of stellar type. 

As a market style pageant it must 
be recorded that the St. Louis Shoe 
Manufacturers and Wholesalers 





Howard V. Stephens of Johnson, 


Stephens & Shinkle Co. and 

President of the St. Louis Shoe 

Manufacturers and Wholesalers 
Association 




















Association justly deserves the 
plaudits of merchants for the offer- 
ing arranged in their behalf. 





Southwestern Retailers 
Hold Spirited Convention 


HE Southwestern Shoe Retail- 
ers Association opened its sec- 
ond annual convention in St. 
Louis Monday morning, Jan. 4 at 10 
o'clock at the Statler Hotel. Presi- 
dent Chas. E. Williams declared 
that the baby shoe organization had 
grown lustily since its birthday a 
year ago. Starting from scratch it 
has grown to a membership of ap- 
proximately 2000 with dues all 
paid, one dollar per year, and the 
most for the money. The minutes 
of the meeting which sent this in- 
fant organization into the world a 
year ago were read by Arthur Ebbs, 
secretary-treasurer. 

The following nominating com- 
mittee was appointed: M. M. Mc- 
Cain, St. Louis, Chairman; Com- 
mitteemen, Reuben Steifel, Mem- 
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phis, Tenn., J. W. Mullen, Mober- 
ly, Mo.; Otto Schultz, Jefferson 
City, Mo.; J. Matt Wood, Hannibal, 
Mo., and H. W. Bergmann, Green- 
ville, Miss. 

John J. Baird, president of the 
National Shoe Retailers Associa- 
tion brought greetings from that 
organization and wished success to 
the meeting of the Southwestern. 

In his address Mr. Baird had the 
following to say: 

“There is hardly an instance that 
could be cited, in which the value 
of cooperation is more manifest 
than in our business. For many 
years shoe ‘manufacturers and 
wholesalers have been at opposite 
ends with shoe retailers. Why this 
should have been the case is very 
hard to conjure up, but the truth 
is, this was the case. Today we 
have learned that our interests are 
so nearly identical, that it hardly 
behooves either group to combat 
the other. In fact, the salvation of 
the entire industry depends, more 
or less, on a complete understand- 
ing between all its component parts, 
and if it has been possible during 
my brief administration to plant 
the seed of true harmony and co- 
operation I shall count my time and 
efforts very well spent.” 

The achievements of the associa- 
tion during the past year were out- 
lined by President Williams. A 
good attendance was present at the 
Tuesday morning session, which 
opened with President Williams 
presiding. 

Jos. J. Sensenbrenner, president 


BOOT AND SHOE RECORDER 


January 9, 1926 





J 





Whole KF amily Now 


From Grown Ups to 
Has Struck Its 


The whole American family wants 
to be stylishly shod this spring. Little 
tots want colors and patterns. Men 
want smarter toes, light tan colors 
and blacks. Women turn to higher 
heels, fancier patterns and harmon- 





of the Senac Shoe Co., 
operating 16 hosiery 
and shoe departments in 
this section of the coun- 
try, was the principal 
speaker. Mr. Sensenbrenner told 
how he built his hosiery business 
from practically nothing to a yearly 
volume of $750,000. This talk, to- 
gether with the paper prepared by 
John H. Schrader, secretary of the 
company and hosiery buyer as well, 





Frank C. Rand, president of the 
International Shoe Co. 


will appear in an early issue of the 
hosiery section of the BooT AND 
SHOE RECORDER. 

Jesse Adler, operator of 16 men’s 
shoe stores in New York City and 
a member of the styles committee 
of the National Shoe Retailers As- 
sociation outlined briefly the de- 
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sired styles in men’s spring foot- 
wear. 

Summer weights in oxford ties 
will be popular, stated Mr. Adler. 
High shoes are rapidly decreasing 
in volume during the months of 
November and December to ap- 
proximately 35 per cent. Retail 
merchants should stress shoes for 
the occasion and just as a man 
changes his shirt or underwear so 
also should this thought apply to 
footwear. Shoes for the occasion 
is an important merchandising 
thought, he declared. 

Light tans are expected to go 
big for summer. Hickory shade of 
leather is a rather dangerous color 
to speculate with, he added. 

Wednesday morning the report of 
the nominating committee was read 
and the following officers were elec- 
ted: 

Arthur E. Ebbs, St. Louis, presi- 
dent; Reuben Stiefel, Memphis; A. 
J. Kemper, Little Rock; H. W. Berg- 
man, Greenville, Miss.; J. W. Mul- 
len, Moberly, Mo., vice-presidents, 
and George Gayou, secretary and 
treasurer. 

The entire board of directors, 
consisting of the following were re- 
elected for another term: 

Oscar Poe, Little Rock, Ark.; 
Sam Katzen, Pine Bluff, Ark.; Rob- 
ert Love, Memphis, Tenn.; Morris 
Ellis, Nashville, Tenn.; A. Simon, 
Meridian, Miss.; A. Metzger, Vicks- 
burg, Miss.; J. Matt Wood, Hanni- 
bal, Mo.; Otto Schultz, Jefferson 
City, Mo. 

President Williams declared that 
the year 1926 would be one of ex- 
pansion for the baby shoe organi- 
zation and if energy, work and a 
desire to help the retail shoe mer- 
chants of this territory meant 
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Wants Style Shoes 


Children Fashionable Footwear 
Stride This Season 


izing colors with hosiery. Gray 
shows a surprising sparkle in city 
purchases and lasts swing back to 
modified and round French toes, the 
Eastern style trend notwithstanding. 
A season of “peppy” footwear awaits. 


















growth, then the Southwestern 
Shoe Retailers Association would 
assume its greatest proportions dur- 
ing the coming year. 

H. V. Stephens, president of the 
St. Louis Shoe Manufacturers and 
Wholesalers Association addressed 
the meeting. His talk was “Shoes 
That Sell.” He illustrated his talk 
with models and the actual skins. 

The shoes were selected from the 
various sample rooms of the St. 
Louis manufacturers and were the 
patterns which merchants bought 
as the best number in their line. In 
colors parchment, Sauterne, and 
grey were the best shades, stated 
Stephens. Patterns will show a pre- 
dominance of straps. Pumps will 
be fancier, with overlays and ap- 
pliqués. Heels will reach 18/8 and 
19/8 proportions. The meeting ad- 
journed with President Williams 
urging everyone to attend the N. S. 
R. A. convention in Chicago. 


President’s Dinner 
Precedes Convention 


N° convention has its proper in- 
ception unless the leader of 
the organization gives the presi- 
dent’s dinner the night preceding 
the opening of the convention. 
Chas. E. Williams, president of the 
Southwestern Shoe Retailers Asso- 
ciation on Sunday night, Jan. 3, at 
the Missouri Athletic Association 
gathered together the prominent 
manufacturers of the St. Louis shoe 
industry as well as the officers and 
directors of the association with 
leaders in the retail shoe trade 
throughout the country. 

Every past president of the N. S. 
R. A. sent a commendatory letter 
to Williams which was read at the 





meeting. President John J. Baird 
nf the N.S. R. A. was the principal 
speaker of the evening. _ Other 
speakers on the program were: 
Frank C. Rand, president of the In- 
ternational Shoe Co., Reuben Steif- 
el, Memphis, Tenn.; John A. Bush, 
president of Brown Shoe Co.; Meir 
Swope, president of Swope Shoe 
Co.; James 8S. Stone, editor, the 
Shoe Retailer, Boston, Mass.; How- 
ard V. Stephens, president John- 
son, Stephens and Shinkle Shoe 
Co., and E. B. Terhune, president, 
Boot & Shoe Recorder, Boston, 
Mass. 


Show Leather Drying 


MILWAUKEE—Attention of Mil- 
waukee residents was recently called 
to the extensive business in patent 





Charles B. Williams, former pres- 
ident of the Southwestern Shoe 
etailers Association 
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Leather Co. of this city, when a 
picture of the drying yard of this 
tanning firm appeared in the Sunday 
Journal. The explanation stated 
that the picture showed patent 
leather calfskin hides in the drying 
yard of the Trostel company on 
Pleasant and East Water Streets. 


Good Salesmanship Beats 
Bell-Ringers 


The solution to the bell-ringer 
problem, according to several sales- 
manship experts, and admitted by 
the head of one of the largest house- 
to-house distributing agencies—a 
pedler himself—is good store sales- 
manship. It is not because the con- 
sumers like to have these pedlers 
visit the home. Ofttimes the door 
is slammed in their faces. But the 
bell-ringers keep right on ringing 
the bell and trying to sell by the 
house-to-house method, because they 
know that if they do not sell they 
will receive no money. They are spe- 
cializing salesmen and are able to 
present their wares in an alluring 
light. 


Cahill Folks Give Party 


CINCINNATI.—The fitting depart- 
ment of The Cahill Shoe Company, 
gave a Christmas dinner at their 
factory. A pleasing program was 
“pulled off.” A women’s orchestra 
furnished music; there were dances 
and games. One of the vampers an- 
nounced her engagement and said 
that she would be with the crowd 
next Christmas. 
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Art exhibits are much in vogue. Why not have one? 
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New Window Trims 
The Art Exhibit Is On 


ANY shoes are beautiful in 
form and coloring. Many 
of them are bits of crafts- 

manship that are remarkable. Many 
of them are novel and striking in 
composition and design. All of 
them are necessary. So let’s put 
on an Art Exhibit where the light- 
ing arrangements are good and 
where the exhibit is viewed by a 
large percentage of the population. 
Right in the windows of the shoe 
store. 

The sketch above shows the idea. 
Have the wallboard background only 
a short distance from the front of 
the window. Decide on the mer- 
chandise to be shown. Figure the 
sizes of the frames. It is necessary 
to see only that they are not too 


small, as large ones can be filled 
with draperies or accessories to 
make a picture. Also the plaques or 
mounts to be used. 


ETTER hang the frames and 

plaques without the shoes and 
findings in order to place them in 
their proper positions before cutting 
the wallboard. Mark these positions 
and cut the wallboard so that when 
the frames are finally fastened in 
place they will cover the edges of the 
openings. On the back box-like re- 
ceptacles, must be built to take care 
of the display, and lined with some 
color harmonizing with the merchan- 
dise. Small things can be intro- 
duced into the box to help make an 
artistic composition. 
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Folks want to walk on Easy Street. 







BOOT AND SHOE RECORDER 





More Window Trims 


New Streets in Town 


DD new streets to the business 
A district. Name them to suit 
and invite the town fathers, 
and mothers, to see the new thor- 
oughfares that were put through 
without a whale of an appropriation. 
Comfort Ave. runs along the 
front of the window. Style St. and 
Wearwell Road, at right angles, go 
to the back, and parallel to Comfort 
Ave. is Popularity Way. Against 
a sky painted background are 
placed the small houses on their 
grass plots. between the streets. 
Small toy trees, shrubs and flowers, 
and the park in the front center add 
to the setting. Street signs to be 
readable can carry at their tops 
little globes for lights, which can 
be used for night displays. 


If a Winter scene is wanted, put 
down the white cotton mats instead 
of the grass, freeze the park pond 
with a mirror and shake plenty of 
phoney snow and tinsel for sparkle 
over the whole, drifting it where it 
should drift and bank it up where 
the walks and streets would be 
cleaned, and put in the shoes. 


KETCHES show street layout for 
a different shaped window; there 
is a one-street suggestion, a park 
idea, a busy corner and some street 
signs that suggest other displays. 
“A Busy Corner” and so labelled 
on the window card would go 
splendidly in a small window. The 
street names and display could be 
changed as desired. 


Help them do it. 











STORE INTERIOR. 
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# ‘Styles Accepted At 


rm Southern Resorts 


“Unusual Color Combinations F salated | 


‘ 


ITH the ever increasing sure having the shoes when the shades with alligator, snake and 


\\/ migration to the South- 

lands, New York shops find 
the style calendar so changed that 
in addition to showing. the -Winter 


fashions in December they must 


also present Southern modes. Fash- 
ions launched at this time and 
accepted’ at the American Riviera 
must meet the demands of Spring 
wear, and therefore they afford the 
retail merchants in all parts of the 
country who study the trend an 
excellent opportunity to arrange 
their Spring buying early and in- 





Variations of the fancy strap are seen 
in increasing numbers at Southern re- 
sorts 





Somewhat reminiscent of the gypsy 
pump is this two-tone combination 





Shoe of Russia calf inlaid with a floral 
effect in contrasting leather 


demand appéars. The correct style 
at the right time is as necessary 
as the right size in present-day 
merchandising of women’s shoes. 
How often we hear a buyer say, 
“IT see so many different styles that 
I can not tell which will sell next 
Spring.” It is true that many de- 
signs are made without rhyme or 
reason, and fall by the wayside 
early, as there is no excuse for 
their existence. A good selling style 
usually has in advance a combina- 
tion of circumstances which account 
for its popularity. Evidence of 
such circumstances are available in 
the style centers, and our experts 
watch each style wind, consider its 
significance, and pass on such infor- 
mation so that merchants may buy 
styles which will appeal to the 
women of their community. 


UYERS assembling their ward- 

robes have shown preferences 
which indicate certain definite trends 
for Spring. A few exceptionally well 
dressed women affected leather 
trimmings for coats and suits last 
year, but it now seems that leather 
trimming is to be a feature for 
Spring. Lizard, snake, frog and 
alligator are used to advantage in 
natural’ colors as embellishments 
for Spring models. Geometric and 
modernistic appliqués have been 
worked out in highly decorative ef- 
fects. In other cases pastel shades 
of alligator either harmonize or 
form a contrast with the shades of 
the garments. Such an innovation 
for coats and suits is having a dis- 
tinct effect on shoes which have 
heretofore claimed leather almost 
exclusively. 

The following geometrical rule 
applies to Spring shoes: 

The sum of the angles and curves 
of the appliqués is equal to the chic. 
Unusual combinations of different 
colors artistically distributed in in- 


dividual effects, and blending in 


perfect harmony, are an impressive 
feature of many of the shoes. For 
street and morning wear calf in 
light tan, sauterne and bois de rose 


lizard treatments form an attractive 
rendition of modern art in shoe- 
making. The oxford will continue 
to be chosen: for the morning hours. 
In many cases fhe entire shoe is 
made of alligator and depends upon 
flattering lines and diversified lacing 
devices for its style appeal. A 
lizard calf oxford effect with patent 
colt tip cut with an unusual series 
of curves and with bands and back- 
stay of the same material is a model 
which ranks one hundred per cent 
chic, according to our rule. 





An adaptation of an old strap idea. 
The strap contrasts with the rest of 
the shoe 





Another geometric design in which 
there is a sharp but harmonious con- 
trast 





This floral design is different in that 
the stem as. well — a petals is fea- 
r 
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More Uniformity in Buying the 
Goal of Manufacturers 


This and Many Other Important Subjects to Be 


Discussed at Convention in New York, 


AJOR business topics are to 
M be featured on the program 

arranged for the annual 
convention of the National Boot and 
Shoe Manufacturers Association to 
be held in New York City Jan. 19 
and 20. As has been the custom in 
the past, the convention sessions 
will be held in the Hotel Astor. 

The convention will close on the 
evening of the 20th with the annual 
banquet of the association. 

Among the topics selected for dis- 
cussion at the convention sessions 
are the following: 

Trade relations, involving closer 
cooperation between buyer and 
seller, plus a code of ethics and, in a 
general way, the establishment of a 
higher standard than now exists. 

The factors which are unneces- 
sarily keeping up the costs of manu- 
facturing and selling. 

Service stabilization, defeated by 
failure of realization by dealers of 
actual productive period. 

More uniform work- 
ing conditions and 
more uniform buying 
by retailers through- 
out the country. 

A banker’s view of 
hand-to-mouth buy- 
ing. 

Restricting immi- 
gration and its effect 
upon industry and its 
effect upon industrial 
and social conditions. 

Finding new for- 
eign markets or in- 
creasing the present 
foreign markets of 
American made foot- 
wear. 

Finding a solution 
for the ever-increas- 
ing evils of easy, 
unbusinesslike and 
unwarranted com - 
promise settlenients. 

Adherence on the 
part of the retailers 


January 19 and 20 


to the financial terms or contracts, 
particularly discounts and interest. 

The growing importance of the 
distribution end of our businesses. 

Some debatable points in contact 
between factories in cost accounting 
practice. 

Fire prevention in the boot and 
shoe industry. 

The balance of power in naval 
relations. 

Combinations and the public in- 
terest. 

How to stimulate the sale of 
men’s and women’s shoes. 

Eliminating the peaks and valleys 
in the manufacture and distribution 
of footwear. 

Control of factory balance. 

At the banquet two or three 
prominent speakers will talk on 
various interesting national sub- 
jects. 

Looking over the list of subjects 
for discussion, it is seen that every 
topic has been chosen for its timeli- 





Progress and Success 


By JOHN C. McKEON 
President, N. B. & S. M. A. 


With the prospective reason- 
able adjustment of the tax prob- 


ness and importance to the shoe 
manufacturing craft. Most of the 
addresses will be specifically prac- 
tical and will be rendered by men in 
the trade themselves—men.. who 
know their subjects and who know 
how. to impart their knowledge to 
others. The list of speakers was 
not complete at the time of going to 
press, but contains the names of 
some of the best known men in the 
trade, in addition to nationally 
known personages. 

The association is in the midst of 
one of the strongest drives for mem- 


bership that it has made in years. 


Its membership roster already repre- 
sents about 90 per cent of the pro- 
duction of footwear in this country 
and an effort is being made to bring 
it as near 100 per cent as is possible. 

In addition to the benefits accru- 
ing to members from the interchange 
of ideas and general association 
work, the organization maintains a 
highly efficient credit bureau, which, 
during the last year, 
did particularly good 
work. More than 20,- 
000 separate credit 
investigations were 
made in 1925. 

The coming con- 
vention will be the 
twenty-second annual 





lem, the increase in our exports, 
the simplification of the labor 
situation throughout the entire 
country, together with what 
seems to be amongst the think- 
ing minds, a spirit of conserva- 
tive optimism, I believe we are 
safe in assuming that our own in- 
dustry, in all its branches, can 
confidently look forward to sub- 
stantial business during the year 
1926. This, of course, presup- 
poses the complete involvement 
of common sense and cooperation 
of all those forces which tend to 
cement mutuality of interest. 

We must not forget that shoes 
and leather constitute a group de- 
cidedly in the major industrial 


class, and it is my great hope that this coming year may mean 
for the industry, as a whole, an enormous amount of progress 
and success. 


gathering that the 
association has. held 
since its organization 
in 1905. 

In addition to Pres- 
ident John C. Mc- 
Keon, the officers con- 
sist of A. M. Creigh- 
ton, Hovey E. Slay- 
ton, Milton S. Flor- 
sheim, Mark W. Selby 
and John R. Garside, 
vice-presidents; Her- 
bert P. Gleason, 
treasurer, and J. 
Dudley Smith, secre- 


tary. 
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Pick a Good Sales Policy ial 


Hold To It 


_ Success Comes to the Merchant Who Can Survey a Straight Path and 


Follow It; There’s Too Much Switching to New Lines 
When the Old Ones Are Far from Dead 


By A. R. MANDEVILLE 


New Jersey Regional Director of the P. S. R. A. 


to know what is going to take 

place in the shoe retail indus- 
try in the next five years, when 
you see the rapid changes that have 
taken place in the last three years. 
Let us take the last year or eighteen 
months. Radio has come on the mar- 
ket in quantities, automobiles are 
thicker on the street every day. I 
wonder why? Because 90 per cent 
of the latter are purchased on the 
installment plan. You realize that 
the same thing is taking place in the 
radio industry. You can purchase 
most any automobile today by mak- 
ing your initial payment and still 
have eighteen months to pay the 
balance. Your local banks have 
grasped the idea and are handling 


[* OW you are all interested 


cheaper merchandise, and the remain- 
ing three days, he trimmed the win- 
dows with higher priced merchan- 
dise. This brought no result. “What 
is wrong with the shoe business?” he 
remarked, “They simply are not buy- 
ing shoes.” I asked this question, 
“What are you selling, just shoes, or 
service, or do you specialize on any 
phase of the retailer?” “No, I have 
tried everything, I sell all kinds of 
shoes and some hosiery.” In other 
words, he changed his policy to meet 
the weekly condition. 


HY do many concerns manufac- 
turing trade-marked shoes suc- 
ceed? They go in the manufacturing 
er retailing business to sell a certain 
brand of shoes at a popular price and 


style and fit that is possible, with 
one thought in mind and one policy 
—dgood shoes and service. 

There are so many problems in the 
retailing of shoes today, that the 
retailer has a little of every prob- 
lem and not much of anything. 


ID you ever analyze the retail 
shoe business in your city on a 
competitive basis or on a percentage 
basis, and see what class you fit in? 
Let us take a city of ten retail stores. 
Two sell the higher grade shoe, three 
the medium grade and five the 
cheaper shoes. For instance, the first 
high-grade shoe store has worked 
out a plan to sell orthopedic foot- 
wear, and the other store has a good 
novelty business. The three medium 








this line of credit. 
buys an auto, makes the initial 
payment and they issue him 
a bank book, similar to the 
one you use. You are given 
eredit for your deposit until 
thé final payment is made. The 
credit business is sweeping the 
country. 

Our clothiers throughout 
the country have seen the 
handwriting and many are 
following this policy of easy 
payment. Endless chains and 
all kinds of schemes to sell 
merchandise have taken place. 
Houst - to- house canvassing, 
and you will have to admit 
there has been some clever 
merchandising done in the 
past eighteen months. And 
when your business takes a 
little slump, you are wonder- 
ing what is wrong. 

One retailer, attending the 
meeting in one of the New 
Jersey cities the other eve- 
ning, thought his price was 
too high, so he trimmed his 
windows for three days with 


New Features Planned for 
P. S. R. A. Convention 


The largest convention ever held by the 
Pennsylvania Shoe Retailers’ Association 
will be called to order January 18 at the 
Hotel Traymore, Atlantic City. It will 
continue for three days and will be en- 
livened by such features as a style pageant 
with at least 25 girl models in addition 
to the men and juvenile models; the deed- 
ing to six at present unchosen delegates 
of land lots in Florida, and a red letter 
address by Edwin S. Geer, secretary of 
the Altoona Booster Association, who has 
evolved stunts which have brought thou- 
sands and thousands of buyers to the 
stores of that city from miles around. 


More than 100 manufacturers will dis- 


play their merchandise, and one entire day 
of the convention, Tuesday, January 19, 
will be set aside so that all may have ample 
time to inspect lines and place orders for 
stock needed for the pre-Easter season. 





The purchaser build everything in that shoe as to grade stores you will find are mostly 


family shoe stores, catering 
to both novelty and ortho- 
pedic footwear. We might say 
that the other five are strong 
competitors, or in the same 
field. That is not so today, if 
the merchant keeps abreast 
with the time, for he is locat- 
ed in a different community, 
catering to different trade, all 
a matter of studying the 
wants in his community. By 
all means get a policy and 
stick to that policy, whether 
it be a family shoe store, 
orthopedic shoe store, 
medium-grade shoe store, or 
merchandising of cheap shoes, 
or merchandising of cheap 
shoes, or what not. 

_ Policy with service is what 


= counts today, and the man 


that. changes his policy every 
six months and changes to 
new lines of shoes before the 
old line is dead, is always in 
trouble. 
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The Voice of Texas on Prices 


And the Broadcast of New York on Styles 


EORGE F. BAUM of the Big 4 
Shoe Store, Corsicana, Tex., 
writes: 

Your recent editorial, relative to 
“The Courage to Ask Prices,” made 
mention of a store that sold a mil- 
lion dollars’ worth of shoes, averag- 
ing $18.50 the pair. You seemed to 
think it was some achievement. 
You did not mention the city, but 
assuming that it had a three million 
population and that this store made 
in round figures some 50,000 sales, 
this would mean a wonderful rec- 
ord of one $18.50 sale to every 60 
persons. 

Quit kidding yourself on this big 
town stuff. Right down here in the 
Texas cotton and oil region, in a 
little town of less than 13,000 
people, Corsicana to be exact, our 
store sold 1600 pairs of Edwin 
Clapp and Stacy-Adams men’s shoes 
alone, the past year. Figure it out 
yourself, that is a ratio of one sale 
to every eight people. We sell some 
pretty fair women’s shoes also. 
These shoes are sold on their 
merits alone, for we have not had a 
sale of any kind in the twenty years 
that I have been with the firm. 

One incident to show you how we 
hicks do things. I took a flyer on 
24 pairs of men’s featherweight 
cream colored calf oxfords made’ by 
Clapp. These shoes came in Dec. 
10 and in five days 18 pairs had 
been sold at eighteen bills the pair. 

New York City had to come to 

Texas to find out the best way to 
‘regulate its 5th Ave. traffic, pos- 
sibly 5th Ave., Euclid Ave., Geary, 
Market, State and other side streets 
may discover that Texas can also 
show them the way to merchandise 
good shoes profitably. 


HILLIP P. BARRON of J. & T. 
Cousins Co., Brooklyn, N. Y., 
writes: 

We have just made arrangements 
with the radio station WMCA, lo- 
cated in the Hotel McAlpin, at 34th 
Street and Broadway, New York 
City, to broadcast a series of ten- 
minute talks each week for a period 
of twenty-four weeks. 

On Jan. 5th at 12 o’clock we 
started our talks. On Jan. 12th, an- 
other talk will be given in the 
morning and on Jan. 15th and 22nd, 
we will broadcast at 10 o’clock p. m. 

The reason for broadcasting both 
in the morning and in the evening 
section, is to give us an idea as to 
just when we have our largest audi- 
ence. If we find that our morning 
audience outnumbers our evening 
audience, we will continue to broad- 
cast in the morning and vice versa. 

The gist of these talks is to ac- 
quaint the consuming public with 
shoes in general, emphasizing the 
shoe for the occasion, the shoe 
wardrobe and style in shoes. 

We will refrain from using this 
medium as an advertisement. We 
believe that these talks will not 
only benefit the J. & T. Cousins 
organization, but they will also 
benefit the shoe industry in general. 


R. C. B. FIELD, salesmanager 

of The United States Shoe 
Company, Cincinnati, O., writes us: 
“T have read with interest your 
article in the Nov. 21st Recorder 
entitled ‘The Named Shoe—Shall I 
Put It in Stock?’ As a man who is a 
thorough believer in advertising, 
and an executive in a concern 
which is spending a great deal of 
money in advertising, I am impos- 





ing on you a few of my thoughts 
along this subject. 

“To begin with, the theory of 
advertising — national advertising 
must be right or it must be wrong. 
It must either function as an inte- 
gral part in the economic structure 
of business today, or it must have 
no place in the picture. There can 
be no half way, and the only an- 
swer to the question after all is said 
and done is—Will it over a period 
of time prove profitable to the ad- 
vertiser who is making the invest- 
ment? All other answers are sub- 
ordinate to this one thought. And 
in order for the investment to prove 
profitable to the advertiser it must, 
of necessity, be profitable to his re- 
tailers and distributors. 

“A retailer may succeed without 
the manufacturer, but the manufac- 
turer is absolutely dependent upon 
the retailer to express this in a 
clever manner in every town in the 
country. The merchant has hun- 
dreds of reputable manufacturers to 
draw from, but the manufacturer 
on the other hand is often limited 
in that town to a very few outlets 
for his product, particularly if his 
merchandise falls in the higher 
price ranges. 

“So it becomes a vital necessity 
on the part of the manufacturer to 
build up a dealer organization that 
can make a profit over a period of 
time for themselves. The manufac- 
turer who invests his money in na- 
tional advertising has this para- 
mount issue in his mind at all times, 
namely, the value of this advertis- 
ing to his merchants as well him- 
self. 

“National advertising as a busi- 
ness or as an industry needs no ce- 


[CONTINUED ON PAGE 83} 
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Regional Organization Campaign 


ITH retailers from at least 

W five states in attendance the 

twelfth annual convention, 
exhibition and style pageant of the 
Pennsylvania Shoe Retailers’ Asso- 
ciation at the Hotel Traymore, At- 
lantic City, N. J., Jan. 18 to 20, 
promises to outstrip any similar 
event that the organization ever has 
held. An attendance of around 2000 
is anticipated. 

According to latest reports from 
the association more than 100 lines 
of men’s, women’s and children’s 
shoes will be on exhibition, and, in 
order to facilitate the placing of 
orders, no convention sessions will be 
held on Tuesday, Jan. 19, so that the 
attending retailers may devote all 
their time to inspecting the exhibits 
of the various manufacturers and 
placing their orders. While there 
will be no business session of the 


Closed with Success 


convention that day, the usual style 
pageant in the evening will be staged. 

One of the features of the conven- 
tion will be an address by Edwin S. 
Greer, secretary of the Altoona 
Booster Association, in which he will 
describe in detail the methods and 
stunts used by his association that 
have made Altoona the community 
business center for a territory of 
several miles around the city and has 
brought thousands of new shoppers 
into the stores of Altoona merchants. 

In preparation for the convention 
the association has had a regional 
organizer and committee at work for 
some time, and as a result a num- 
ber of local associations in towns in 
Pennsylvania, New Jersey, Mary- 
land, District of Columbia and Vir- 
ginia have been formed. The last 
week of the compaign covered Wash- 
ington, D. C., Norfolk, Richmond 


and Roanoke, Va. Fifteen new mem- 
bers were added in Washington, and 
new locals were formed in Norfolk, 
Roanoke and Richmond. 

Altogether, the campaign, which 
covered fifteen cities, netted 300 new 
members to the association and re- 
sulted in the formation of eleven 
local associations. 

The style pageant, which will be 
held Monday and Tuesday evenings, 
will set a new mark for such events. 
Not only have twenty-five of the best 
looking models in the country been 
selected to display the latest styles 
in footwear, but the gowns and other 
garments that go to make up the en- 
semble have been chosen with a par- 
ticular view in mind to give the 
spectator an accurate picture of the 
highest type of women’s style in gen- 
eral for the coming spring season. 





What’s Selling at Retail 


strong. 
Step-ins and tongue pumps with 
buckles very good. Operas and steel 
buckles for afternoon wear, silver 


Duo-Tan ties selling 


and gold kid for evening. Looks 
like operas, step-ins and a good 
many buckled pumps for early 
spring. William Eastwood and 
Son Co., Rochester, N. Y. 


Let the Shoe Salesman 
Sell Shoes 


A subject which is much discussed 
at the present time is this: “Shall 
shoes be sold by the salesforce, or 
shall the head of the house sell 
them?” <A group of salesmen were 
recently talking the matter over in 
about this fashion. “Of course, it 
is all right, if the boss occasionally 


goes around to shake hands with his 
customers—and it is all right in 
those small concerns where one part- 
ner attends to the sales end of the 
business—another to the manufac- 
turing and inside business. And 
while it is a commendable practice 
for the head of the house to get out 
often and greet his friends—yet the 
head of the house cannot be out all 
of the time selling shoes and at the 
same time supervise all of the many 
important matters that are always 
requiring the attention of the chief 
executive at the factory. 

The argument continues: “A good 
salesman has been trained to take 
the knocks of the road—he has been 
trained to get into ‘the atmosphere’ 
and to the environment of selling— 
he has been trained to long trips and 
the hardships of travel. 

“Can an executive who should be 
drawing a salary of from $5,000 to 
$50,000 a year afford to spend the 
greater part of his time away from 
the plant; to stand ‘on the other side 
of the counter’ as it were—often 
times to take business at a loss 
rather than lose the order?” 

The debate ended in a verdict 


about as follows: “It is essentially 
the shoe salesman’s duty to sell 
shoes—to sell the big accounts, as 
well as the small accounts. It is the 
shoe manufacturer’s duty to always 
be ‘in command’ at the sales head- 
quarters—or at the plant.” 


Display devoted entirely to “As 
You Like It” hosi ie 
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West Virginia Fibre Board is uniform in 
quality and thickness. Counters made of 
West Virginia Fibre Board skive easily 
and smoothly and give dependable results. 





Shoes are Bought to 
WEAR 


No matter what the outside of a shoe looks like— 
whether it has a fancy top or a plain toe, unless you 
put something into the zmterzor which directly adds 
to both its comfort and wearing quality, the average 
man or woman will never come back for a second 
pair. 

Counters made of West Virginia Fibre Board have 
a reputation for integrity, and many manufacturers 
are finding that they add to both the economy and 
dependability of the shoe. 


Pulp Products Department 


West Virginia Pulp & Paper Co. 


200, Avenue 505 Dime Bank Bldg. 732 Sherman Street 
New York, N. Y. Detroit, Mich. Chicago, Ill. 


When writing to advertisers please mention Boot aNp SHOE REcORDER 
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‘He-men ~ | 
Sturdy shoes ~ | 
Hushy leather~ 

LUXOR 





This shoe is shown through 
the courtesy of Field & Flint 
Co., Brockton, Mass. An 
Ohio Tiger Grain Blucher 
oxford and a Burt & Packard 
Korrect Shape model. 


SOT, anette cnet oan 
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@ Goldenrod 


@ Tiger Tan 
3) Nobby Tan 






: 
@) Nobby Brown 
| Lively, classy shades that will sell shoes 
- J Of all the new shades that will add life and class to well styled 
shoes for spring, these are undoubtedly the BIG FOUR. Quite 


fittingly, their charm is imparted to LUXOR—the quality calf 
. upper leathers already distinguished by a fine flat grain, a high 
lustre and a sturdiness in service that all your customers can 
f appreciate. 


The OHIO LEATHER COMPANY 


GIRARD+~-QOHIO 





} 
' 
: 
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~ Price Revision 


IN January the first, revised prices 
of “U. S.”” Rubber Footwear 
- became effective. 





Folders with prices and illustrations of 
the most important items in the new 
line for 1926 will be mailed early this 
month to all shoe retailers throughout 
the country. 


A salesman is on his way to you with 
samples showing the latest improve- 
ments in and additions to the new 


“U.S.” Rubber Footwear Line. 


United States Rubber Company 
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Perpetual Inventory Easily Kept 
on Rubber and Canvas Shoes 


Fourth Talk on Stock Records 


showed the other side and the 

first “quarter section” of this 
rubber or canvas shoe “perpetual in- 
ventory” sheet, illustrated herewith, 
which, like all the other “quarter 
sections,” measures 84% inches 
across and is 6 inches high. When 
it is consulted in the files, it forms 
the lower half of the sheet shown in 
the RECORDER’S rubber letter of last 
week. It is used to record the “F” 
widths of the pairs on a certain 
stock number of rubber or canvas 
shoes on order, received, and sold— 
by dots, the extension of these.dots 
into lines, and the intersecting of 
these lines with red marks, when 
these shoes are sold. 


I the RECORDER of Dec. 12 we 


T the right are the records of the 
total net amounts of the goods 

on the given model number sold for 
the various months of that year; the 
number of pairs on hand, and on 
order—with the cost of the total 
amount ordered. The model number 
is again noted in black ink at the 
lower left hand corner of the sheet. 
This illustration, with the three 


others, makes up a complete listing 
of one model number for two or more 
years. Other cards can be used for 
other stock numbers and the neces- 
sary transfers of the net amounts of 
pairs sold and on hand and the cost, 
made to another card for a similar 
model number. It is a very easy 
system to operate and can be in- 
cluded with a similar set of records 
for leather and fabric shoes in a 
compact filing form, which occupies 
only a minimum amount of space on 
the bookkeeper’s desk. 


A Talk on Guayule 


On account of the high price of 
crude rubber and the fact that about 
80 per cent of all of the crude rubber 
produced in the world is used in the 
United States, a recent talk of David 
A. Cutler, president of the Alfred 
Hale Rubber Co., Atlantic, Mass., on 
“Guayule Rubber,” is interesting. 


Mr. Cutler made this talk at the 
100th anniversary dinner held last 
month in Boston in honor of the late 
Thomas C. Wales and Charles Good- 





year. We are publishing this in 
part herewith and will continue same 
in another issue of the RECORDER. 

Said Mr. Cutler: “What is this 
crude rubber called guayule? For 
centuries, a shrub from eighteen to 
thirty inches high has been growing 
on a certain alkali soil extending 
from Texas down through the Re- 
public of Mexico. This shrub, until 
about 1904, was considered a nui- 
sance by those who owned the land 
where it was propagated. The rubber 
obtained from this shrub is not a 
milk, or latex, but is placed by nature 
as a film between the bark and the 
stem. 

(To be continued) 


R. A. A. Annual Meeting 


NEW YorRK—The annual banquet 
of the Rubber Association of Amer- 
ica, Inc., will be held Jan. 11, 1926, 
at the Hotel Commodore, New York 
City. A. L. Viles is general man- 
ager of this association. 
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Thirty-five years have taught us a lot 
about making shoes 


Boru as a retailer and a wearer 
of shoes, you know that there is 
a vast difference between the 
shoes of ten to fifteen years ago 
and the shoes of today. 
Endicott-Johnson have had a 
conspicuous part in this prog- 
ress. Many improvements in 


leather tanning and shoemaking 


have originated with Endicott- 
Jchnson. ; 

The stiff, heavy leathers pro- 
duced by old-fashioned tanning 
methods cannot compare with 
the lighter, more supple—yet 
stronger—leathers produced by 
the modern Endicott-Johnson 
processes. The old-fashioned 
types, ill-fitting lasts and unat- 
tractive styles of years ago offer 
sorry contrast to the scientific 
designs, comfortable shapes, 
good looks and long-wearing 




















Boys’ and girls’ shoes of the Endicott-Johnson 

line are now being widely advertised through 

@ national campaign unique in advertising 

practice. It is one of the direct, tangible evi- 

dences of how we co-operate with those who 
sell Endicott-Johnson shoes. 








qualities of the new Endicott- 
Johnson line. 

But most interesting of all are 
the unusual values made possible 
by the Endicott-Johnson system 
of manufacture. We have our 
own tanneries—among the larg- 
est in the world. We use the 
best methods and machinery 
known to the industry. We buy 
all our materials direct and in 
huge quantities. We eliminate 
unnecessary costs between raw 
hide and finished product. Our 
plants are concentrated. We 
have high efficiency; strict stand- 
ards of workmanship. We give 
particular attention to style. We 
do make “Better shoes for less 
money.” 

All of which means sound, 
profitable and growing business 
for the retailers who sell them. 


ENDICOTT- JOHNSON 


Better shoes for less money 


Jersey City, N. J. 


Endicott, N. Y. 


Complete stocks carried in warehouses in 
the above cities to make quick deliveries 


St. Louis, Mo. 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 
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Quality Versus “Price Bug’ 


By Arthur C. Stern 
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Sales Manager, Joseph M. Herman Shoe Company, Millis, Mass. 


RTHUR C. STERN, sales 
A manager of the J. M. Her- 
man Shoe Company, Millis, 
Mass., recently returned to the fac- 
tory after a two months’ trip 
through the East and Middle West. 
His observations of the shoe business 
during these two months were recent- 
ly told to a RECORDER representative, 
as follows: 

“From direct personal contact and 
the results shown through our na- 
tional advertising campaign, it is 
clearly proved that the buying public 
is more keenly interested in quality 
than in price. 

“This is pertinent because, it is 
not only the direct experience en- 
joyed by us, but from inquiry I learn 
that in all lines the tendency of the 
shopper is for a betterment of foot- 
wear and not for a continued lower- 
ing of price at the sacrifice of service 
and quality. 

“Since the advent of the Herman 
“Super-Service Shoe,” which was 
originated and has been constantly 
produced by us on a quality basis, we 
have watched the tide ebb and flow 
(with the changing demands) of 
price regardless of quality but ad- 
hered strictly to the quality idea. 
The tremendous growth of that 
division of our business during the 
past season proves conclusively that 
while shoes may be imitated, copied 
and offered at alluring prices, they 
cannot be duplicated and the public 
will not be fooled. 


Retail Trade Ahead 


“The general retail shoe business 
throughout the country will on the 
whole, show a slight increase in the 
number of pairs sold over the year 
1924. Stocks, due to an exceptionally 
good business in October and conse- 
quent replenishment with a subsid- 
ing to normal conditions in Novem- 
ber and December are a trifle heavier 


than required but apparently not to 
any danger point. An early liquida- 
tion and consequent replenishment 
is to be expected. 

“Turn-overs seem to be more fre- 
quently made, resulting in lessening 
of odds and ends and depreciations. 
Collections have been generally good. 
Employment in most places is norm- 
al. Luxury everywhere is abnormal. 
Automobiles, radios, the new Victor, 
jazz craze and high-priced moon- 
shine are all eating up a _ great 
amount of cash, which otherwise 
would go into the channels of regu- 
lar business. 

“Noteworthy among my observa- 
tions is the growth of the “pay-as- 
you-wear” policy. The introduction 
of this feature at first created much 
alarm and adverse criticism, but 
mature consideration proves that it 
is fundamentally sound. It is an old 
practice in Great Britain. The in- 
tegrity of the Englishman is on no 





Arthur C. Stern, sales manager of 
the J. M. mente Shoe Co., Millis, 
ass. 


higher plane than the integrity of a 
citizen of the United States. 

“As producers and wholesale dis- 
tributors, we base our credit con- 
siderations more on character and 
capacity than we do on capital. We 
frequently extend to a merchant of 
character and capacity a larger and 
freer line of credit than we do to 
those possessing capital but lacking 
either or both capacity or character. 

“The same rule which applies to 
retail distributors of merchandise 
can be made equally and fully as ap- 
plicable to the individual consumer of 
merchandise. It would appear that 
this policy of merchandising had 
come to stay. 

“Summarizing the general condi- 
tions, it appears that we are not in 
or approaching a boom, but are en- 
joying a normal volume of business, 
and if properly cared for it may 
‘bloom’ into a steady increase.” 


Nettleton Salesmen Like 
“Table Talk” 


Harry Messenger, sales manager 
of the A. E. Nettleton Co., has re- 
cently sent us the first copy of 
Nettleton’s salesmen “Table Talk.” 
This bright little brochure will be 
issued twice a month. Mr. Messen- 
ger states that it has been his ex- 
perience that the salesman’s interest 
is better held by a booklet of this 
kind than through the customary 
sales letter. This booklet can easily 
be carried in the vest pocket, is 
printed in black on blue stock. Its 
contents are written in a humorous 
vein and it serves as a medium by 
which the salesmen keep in touch 
with one another through exchanges 
of experiences and ideas. It is well 
gotten up. Congratulations to Harry 
Messenger, editor of “Table Talk’’! 
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The Symbol 


of Mate’ 1 = SPRING SHADES 
in Kid of 


F.B.@C.COLORED KID 


No. 178 BOIS de ROSE 
.154 CARAMEL 
. 40 PARCHMENT 
.158 SAUTERNE 
. 164 BLONDINE 
. 233 ASCOT TAN 
21 GOLDEN BROWN 
31 OPAL GREY 
No. 26 PEARL GREY 
No. 264 TITIAN 
No. 163 BLUE ROYALE 
No. 81 F.B.&C. WHITE GLAZED KID 





The merit of F. B & C. Kid will best 
be realized when seen in the shoe. 


AMALGAMATED LEATHER Cos. INC. 


315-317-319 Arch Street, Philadelphia, U. S. A. 
Factories: WILMINGTON, DEL. 


When writing to advertisers please mention Boot aNp SHOE RECORDER 
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George B. Field, who with Timo- 
thy Kelleher, senior salesman, 


sells the output of the Derry Shoe 
Co. to the volume trade 


George Field with Derry 


George B. Field has_ recently 
joined the salesforce of the Derry 
Shoe Co. of Derry, N. H., and with 
Timothy Kelleher will sell the output 
of this concern to the volume trade. 
Mr. Kelleher will exhibit the Derry 
Shoe Co.’s line of women’s and grow- 
ing girls’ shoes at the St. Louis and 
Chicago shows, while both these men 
will be “on the job” at the Whole- 
salers’ Shoe Style’ Show at Boston, 
Jan. 12-14. 

Mr. Field has been connected with 
shoe production and shoe selling for 
the last fifteen years, at first as 
salesman for the old Allen-Foster- 
Willett Shoe Co. of Lynn, and later 
as shoe seller and then vice-president 
of the S. J. Basker Shoe Co. He has 
always specialized on women’s and 
growing girls’ shoe making and dis- 
tribution. 





Holters with Krohn- 
Fechheimer 


L. Ambrose Holters, who for the 
past six months has been traveling 
Illinois, Indiana, Kentucky and Wis- 
consin, with the lines of The Holters 
factories in Cincinnati and Louis- 
ville, Ky., has recently been assigned 
to the Krohn-Fechheimer unit of the 
United States Shoe Co. He now 
sells the “Red Cross” line in Michi- 
gan, Kentucky, Indiana and Western 
Ohio. He succeeds C. O. Johnson, 


who now devotes himself to the re- 
tail sales promotion of the “Red 
Cross” line. Mr. Holters is a brother 
of John G. Holters, president of the 
United States Shoe Co. 


Gerwin with Vollman, 
Lawrence 


R. F. Gerwin recently joined the 
salesforce of Vollman, Lawrence 
Co., and covers Arkansas, Kansas, 
Missouri and Nebraska for this 
house. “Bob” comes from a shoe- 
making family. He is the nephew 
of John Helming, formerly head of 
the Helming, McKenzie Co. He has 
been qualifying for his job as travel- 
ing shoe salesman for the past five 
years, having been pattern man, 
quality man, and assistant superin- 
tendent of the factory. 


Johnson with Vollman, 
Lawrence 


Cyril V. Johnson, formerly with 
the Juvenile Shoe Corporation, now 
covers Minnesota, Wisconsin, North 
and South Dakota and Montana for 
Vollman, Lawrence Co. “Cy” spent 
the past few weeks at the factory 


A Thought for the 


New Year 


From a letter written to his sales- 
force, by Arthur C. Stern, Sales- 
manager of J. M. Herman Shoe Co. 


Montreal, Canada., 
Dec. 1, 1925. 
Dear Gang: 

From the window of my 
room I can see the illuminated 
cross on the top of Mount 
Royal. As I approached Mon- 
treal, on the opposite side of the 
St. Lawrence River, I saw that 
symbol. As I drove out this 
morning to play golf, I passed 
at the foot of the mountain 
and I saw the same symbol. 
Each time I look up and see 
that cross I am struck with its 
significance. 

I, a Jew, by birth and re- 
ligion see in that cross a sign— 
not for Catholic (who erected 
it), not for Protestant (who be- 
lieves in it), not for any creed 
—but for all mankind—a sign 
and an inspiration to do better. 
It stands as a beacon on the 
top of that mountain showing 
man, regardless of his creed, 
that on top of and above all 
stands creed—faith in God. 

Let that be our guiding spirit 
for 1926—regardless of the 
form of our religion. Let the 
basis of business be a religion 
of God and man, and we each 
and all must succeed. 

Have faith—and all must be 
well, Faith in God, in fellow 
man and in self. 


Yours always faithfully, 
ARTHUR C. STERN. 
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L. L. Enow, who covers, Pennsyl- 
vania, part of New Jersey, Balti- 
more and Washington, for the 
Bradley Shoe Co. of Haverhill 
and Fried & Sons, Inc., New York 





studying his new line and is much 
enthused over it. Mr. Johnson has 
a splendid personality and is a favor- 
ite with the boys on the road. 


Enow Will Show at 
Atlantic City 


L. L. Enow, with Philadelphia 
office at 3 North Fourth Street, rep- 
resents Lazarus Fried & Son, Inc., 
118-120 Duane Street, New York, 
and the Bradley Shoe Co. of Haver- 
hill, Mass. Mr. Enow is making 
ready to be “right on the job” when 
the Pennsylvania Shoe Retailers’ 
Association puts on its big con- 
vention, exhibition and style pageant 
at Atlantic City, Jan. 18-20. 

Lewis L. will be right in the midst 
of things, showing his line at Room 
127, Hotel Traymore, the convention 
headquarters. 

Mr. Enow covers Pennsylvania, 
part of New Jersey, Baltimore and 
Washington for the above mentioned 
firms. He has been in the shoe 
business ever since he was a little 
boy and, while still a young man, he 
has a wide knowledge of shoes and 
shoe selling. 


Morrill Reports Favorably 


Charles W. Morrill, who sells the 
big trade the output of the factory 
of the Durand Shoe Co. of Rich- 
mond, Me., recently returned from a 
trip around the South and Middle 
West. Mr. Morrill states that pros- 
pects in the sections which he visited 
look most favorable for a good busi- 
ness during 1926. 
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: “Where for ja 


“‘here’’? says this sign 


“Increased sales week after week” is the gist of 
remarks from shoe stores, users of Flexlume Electric 
Signs. 

The reason is advertising “pull” greatly in excess 
of the moderate investment and operation costs 
for a Flexlume Electric Sign. People near or some 
blocks away more quickly notice and more clearly 
read your Flexlume advertising sign. See hgw your 
message stands out, by day, in bold letters of snow- 
white glass; by night, in clear and glowing letters of 
light—at all hours giving attractive prominence to 
your store. 

Send for photoprints of Flexlume building business for other 


shoe stores, and facts on how it can be put to profitable work 
for you. Clip this ad as a reminder to write without delay. 


We also build er to lamp and other types of 
electric signs for those who prefer or require them. 


FLEXLUME CORPORATION 
1220 Military Road BUFFALO, N. Y. 
Phone ““‘Flexlume”—All Principal Cities. 






Factories also at Detroit, Los Angeles, Oakland, Calif., 
and Toronto, Can. 
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Here’s a Rare Opportunity! 


A Leading Manufacturer 
of 


Women’s Popular Priced Novelties 


Proposes to set up in business a number of men 
whose character, reputation, selling ability and 
financial responsibility will stand close scrutiny. 
The men selected must have sufficient capital, together with the manufacturer’s 
liberal assistance, to establish a wholesale business of their own. 


Preference given to men who have an established trade in ladies’ popular 
priced novelties, and who can build a successful sales organization. 


Address B 869 c/o Boot & Shoe Recorder, 207 South St., Boston 
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W. F.. Kowrack is a member of the 
F. O. B. Fraternity. This means 
that he is a member of the “All 
Star” grade of the Weyenberg 
Shoe Mfg. Co.’s sales force. Mr. 
Kowrack sells Weyrenberg’s line 
in southern Chicago 


Kowrack Member of 
F. O. B. Fraternity 


The Weyenberg Shoe Mfg. Co. 
are pleased to announce Walter F. 
Kowrack, who sells their shoes in 
southern Chicago, as a member of 
the F. O. B. Fraternity. This is an 
“All Star” aggregation, consisting 
of Weyenberg men who sell a cer- 
tain quota, the badge of distinction 
being the famous diamond watch 
fob. 

As Mr. Kowrack only recently 
joined the Weyenberg ranks, this 
accomplishment speaks well for both 
himself and the line he is carrying. 


Southern Travelers Elect 


Officers 


The Southern Shoe Travelers 
Association held its annual meet- 
ing in Boston on Wednesday, Dec. 
30, and elected the following offi- 
cers: President, J. A. Richardson; 
vice-president, J. P. Thomas; sec- 
retary-treasurer, F. W. Stanton. 
Guy P. Moses was unanimously 
elected chairman of the entertain- 
ment committee on the banquet, 
which will be held at the Hotel 
Westminster, Jan. 21, at 6 p. m. 
Mr. Moses, who has traveled the 
Southland for years for Edwin 
Clapp & Son, Inc., is a “past mas- 
ter” at arranging. And, therefore, 
all the boys “making” Dixie are look- 
ing forward with much pleasure to 
an especially good time on the 
evening of Jan. 21. 
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Sullivan Travels for 


Freedman 


M. Sullivan travels New England 
territory for A. Freedman & Sons, 
Inc., Brockton, Mass. Mr. Sullivan 
formerly traveled for the John C. 
Kelly Shoe Co. of Brockton. In a 
recent interview in regard to busi- 
ness conditions, he stated that shoe 
merchants are placing men’s shoe 
orders for spring quite a few weeks 
ahead of the usual date—that usually 
the buying time has been in Janu- 
ary for Easter merchandise—but 
that he has been booking this busi- 
ness now steadily since the first of 
December. 


Hugh Hendry with 
Marathon 


Hugh Hendry is now showing the 
Marathon Shoe Co.’s new spring 
samples of the “Pied Pipers.” Hugh 
reports that he has enjoyed his “best 
ever” season. He has recently vis- 
ited San Francisco and Los Angeles, 
where he took up sales headquarters 
at the Hayward Hotel. 





Norman T. Beardsley, well-known 
end for Colgate College, and more 
recently for the Fittons—a local 
Boston team—has “lined-up” with 
the salesforce of the Peters Mfg. 
Co., and will sell backing cloths, 
tapes, Reignskin, Lustre Reign- 
skin and other Peters specialties, 
to the New England trade. Young 
Beardsley’s many friends say 
that he will undoubtedly put the 
same “kick” into selli as he 
did into “the pigskin” 






















Sam Price, who in cooperation 
with Leo S. Fleishman will sell 
the output of the International 
Footwear Company of New York. 
Mr. Price will cover the Middle 
Western States. His office and 
sample room are at 503 Security 
Building, Chicago 


Sam Price with Interna- 
tional Footwear Co. 


Sam Price, who for several years 
represented the Federal Slipper Co. 
of New York, has severed his con- 
nections with the above concern and 
has connected with International 
Footwear Co. of New York and, in 
cooperation with Leo S. Fleishman, 
will sell the output of the. latter 
concern. 

Mr. Price will cover the Middle 
Western States and Mr. Fleishman 
will cover the South and Coast. Mr. 
Price is very enthusiastic about his 
new connection. 

Sam will continue his office and 
sample room at 503 Security Build- 
ing, Chicago, as his headquarters. 
and extends an invitation to all vol- 
ume buyers visiting Chicago. The 
line will be on display at the sample 
room after Jan. 1, 1926. 

At the National Wholesalers’ Con- 
vention, Jan. 12, 13 and 14, the line 
will be on display at Hotel Essex, 
with Mr. Fleishman in charge. 


Nelson with Brown Shoe Co. 


E. W. (Billy) Nelson has been ap- 
pointed Southern California repre- 
sentative for the Pacific Coast de- 
partment of the Brown Shoe Co. He 
will cover the southern part of Cali- 
fornia, exclusive of Southern Los 
Angeles County. “Billy” is well 
known around the Bay district, as 
he was prominent in retail “shoe- 
dom” for several years. 














62 BOOT AND SHOE RECORDER 


January 9, 1926 


Each 2 6 CENTS 


brought T C) CO DOLLARS in sales! 





THE eastern branch house of a large packing 
company, anxious to increase its sales, decided 
to try the telephone. Fifty-six long distance 
calls were made, covering 7540 miles. 
Twenty-six orders were taken, totalling 
$29,760. Twelve of the sales were to regular 
customers, ten to occasional customers and 
four to prospects. The average telephone 
cost per hundred dollars was only twenty-six 


cents! Now Long Distance is a regular member of that sales force. 


Hunopreps of firms engaged in buying or 
selling goods are using Long Distance daily 
to increase business. Many regular cus- 
tomers buy more if they are given more 
opportunities. Many occasional customers 
are willing to buy regularly. Many pros- 
pects are merely waiting for a salesman to 
call them on the telephone and take their 
initial order. In addition to buying and 
selling, Long Distance accomplishes 
thousands of other services daily for busi- 
ness concerns and executives. 

Has your firm ever made a test of what 
Long Distance can accomplish for your 
business? Do you let the telephone cover 
a gteater territory for each one of your 


men? Are your salesmen trained to tele- 
phone to customers and prospects they 
cannot reach in person? Long Distance 
gets things done at a saving of time and 
travel. By its importance, a long distance 
call gets attention. By its obvious desire 
to serve, it builds good-will. 

The Commercial Department of your 
local Bell company will make a survey of 
your business, free, and suggest many ways 
in which Long Distance can serve you. 
In the meantime, what man or concern a 
hundred or a thousand miles away would 
you like to talk to? The telephone on 
your desk will connect you, just as it 
does locally —now. . . . Number, please? 


BELL LONG DISTANCE SERVICE 
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“Joe” Marcus, who “makes” the 

New York and Philadelphia mar- 

kets for S. Rosenberg & Son 
Company 


They All Like “Joe” 
Marcus 


Everybody likes “Joe’’ Marcus, 
that veteran young member of S. 
Rosenberg & Son Co. of Boston, who 
a year ago became its secretary. 

Though “Joe’s” time is naturally 
very much occupied in buying all 
the regular goods for “The King of 
Jobs,” he still refuses to remain en- 
tirely off the road, making frequent 
selling trips to the New York and 
Philadelphia markets. 


Walsh Heads Chicago Shoe 


Travelers 


The Chicago Shoe Travelers’ 
luncheon was held Saturday, Dec. 
26, at the La Salle Hotel, with about 
fifty members present. Harry 
Stranhagan announced that reserva- 
tions for the travelers’ big national 
banquet were coming in fast and 
that 100 of the 125 tables that will 
be available have been sold. It will 
be necessary to limit the attendance 
to the seating capacity and Mr. 
Stranhagan urged that members get 
their reservations in at once. 

It was the last meeting of Presi- 
dent Simon Ruwitch’s term of office 
and he announced that the goal of 
fifty new members had been reached 
with a final one brought in at the 
luncheon. There were 254 active 
members in the association at the 
close of the year. 

The new officers elected for the 
coming year are: President, John F. 
Walsh of the Peters Shoe Company, 
vice-president, D. W. Christians of 


_ their 


Groves & Rood; secretary and treas- 
urer, Charles Hielbrun of the Na- 
tional Shoe Company. The three di- 
rectors chosen were Geo. F. Collins 
of F. M. Hoyt Shoe Co., Clarence 
Arnold of Kreider Cross Shoe Co., 
and “Dad” Jim Richardson of the 
LaCrosse Rubber Mills. 

A splendid tribute was paid to 
Simon Ruwitch and Dave Davis for 
unfailing enthusiasm and 
effort through the year just passed 
and to Harry Stranhagan for the 
wonderful entertainment and lunch- 
eons staged and for his work in con- 
nection with the coming N. S. T. A. 
banquet. 


Plitt with Bancroft Walker 
Company 

W. L. Plitt of New Orleans has 
recently joined the Bancroft Walker 
Co.’s_ salesforce. He will cover 
Florida, Georgia, Alabama, Missis- 
sippi, the Carolinas, Tennessee, Ken- 
tucky and New Orleans and Baton 
Rouge. Mr. Plitt has an extensive 
acquaintance in this territory. He 
was in the retail shoe business in the 
Southland before he decided to go 
on the road. He understands in 
every particular the retail mer- 
chant’s needs “shoe-wise.” 

Mr. Plitt will .attend the Chicago 
convention and will be “right on the 
job” to greet his many friend-cus- 
tomers at the Bancroft Walker Co.’s 
booth. From there he will “make” 
Memphis and then work right along 
down through his “Dixieland trail,” 
booking ’em fast. 


W. L. Plitt, who travels Florida, 

Georgia, Alabama, Mississippi, 

the Carolinas, Tennessee, Ken- 

tucky, New Orleans and Baton 

Rouge, for Bancroft Walker 
Company 


BOOT AND SHOE RECORDER 


“Milt” T. Herspring, who covers 
Missouri, Nebraska, Kansas, Ok- 
lahoma, Texas, Arkansas and 
Louisiana (with the exception of 
New Orleans and Baton Rouge 
—and a few other towns) for the 
Bancroft Walker Company 


*“Milt.”” T. Herspring with 
Bancroft Walker Company 


Milton T. Herspring (all the 
trade know him as “Milt”) has re- 
cently joined the salesforce of Ban- 
croft Walker Co. “Milt” will cover 
Missouri, Nebraska, Kansas, Okla- 
homa, Texas, Arkansas and Louis- 
iana (with the exception of New Or- 
leans and Baton Rouge and a few 
other towns). Mr. Herspring has 
been in the shoe trade for the past 
ten years. He has _ had retail shoe 
store experience and road experience. 
He knows what the retail shoe mer- 
chants want in the way of quick 
sellers. 

“Milt” is a St. Louis boy and here 
he will make his headquarters. He 
has a wide acquaintance with the 
retail trade in Missouri, Nebraska, 
Kansas and Oklahoma, which terri- 
tory he has before covered. He 
made a short trip through the “‘Lone 
Star State,” Arkansas and Louisiana 
recently and reports that everything 
in this section looks “rosy” for 1926. 

“The stage is all set for good- 
shoes,” said “Milt” in a talk with a 
RECORDER representative just before 
leaving for the Chicago convention. 
“Merchants want good fitting and 
real value shoes—models that have 
retinement of pattern. Bancroft 
Walker shoes measure up with the 
best in the country on all of these 
points. Merchants all the way from 
the Pacific Coast to the Atlantic 
speak of the good fitting qualities of 
this line, which is a ‘winner’ on re- 
peat orders.” 
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The Shoe Satin That 
Sells Satin Shoes 


Skinner's Shoe Satin is more than a 
superior fabric for use in shoes—it is one 
of the strongest sales arguments a shoe 


merchant can have. Seatele es a 
¥ n of 
Satin shoes made of g ki nner's 


Skinner's 
Shoe Satin 


hold their shape better and wear longer. 
You will find your customers will take this 
for granted when you can show them 
footwear made of this famous material. 


It will pay you to specify Skinner's 
Shoe Satin—to insist on gettng it—to 
tell people your shoes are made of it. 


“Look for the Name in the Selvage” 
WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 
Mills, Holyoke, Mass. Established 1848 


" dress 
The world’s largest manufacturers of Shoe Satin . pos er Skinner’s 


Shoe Satin. 






36 inches wide and supplied in 
four different qualities to meet 
all the requirements of the 


trade. All desirable shades in 


stock. 













““LOOKR FOR THE- NARS IN THE -SELVAGE’”’ 
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Clearance Sales in All Sections 
Stimulate Trade 


Retail Stocks Moving Rapidly 


NEW YORK 
Big Business at Clearance Sales 


Most of the retail shoe business 
now being done here is confined to 
the clearance sales. Practically 
all stores have begun their sales, 
and reports from all sources in- 
dicate that these sales are being ex- 
tremely well patronized, and that 
the sales probably will terminate 
earlier than usual. Before the 
sales were begun, stocks were in 
good shape. The number of shoes 

-thrown on the market in the clear- 

ance sales in New York this year is 
smaller than customary. This 
forms the basis for a good spring 
business, which already is begin- 
ning to open up nicely with the de- 
mand strongest for colored kid 
shoes in the women’s division. 


Evening Slippers Selling 


While there are a few clearance 
sales of evening slippers, many of 
the retailers are still getting full 
prices for this type of footwear. 
The business on evening shoes in 
New York this year has been 
enormous, even the lower priced 
shops being forced to carry heavier 
stocks than ever before. Several 
of the shops are stressing evening 
footwear at present and last week 
Stern Brothers, Forty-second 
Street, devoted one of their large 
windows to a display of evening 
slippers which attracted consider- 
able attention. 


New Russian Boots 


Russian boots are _ providing 
some business for the high class 
stores. Some of the shops are han- 
dling these only as a custom made 
proposition, but a few have stocked 
them, sparingly, of course. One of 
the best models is being shown by 
Franklin Simon & Company. The 
vamp, quarter and cuff of the boot 
is of tan lizard calf, while the leg 
is of plain tan calf. Delman, Madi- 
son Avenue, and Saks-Fifth Avenue 
report a good business in Russian 
boots of light colored kid. 





Resort Footwear Stressed 


Southern resort footwear is be- 
ing given more prominence in the 
shoe stores and departments. 
Pastel shades in linen or Palm 
Beach cloth are among the materi- 
als most frequently seen. In 
leather types, the Peele oxford, or 
variations of this style, play a 
prominent part. Saks, Fifth Ave- 
nue, is showing a large variety of 
models in this style. 


Williams Succeeds Hart 


A. T. (“Tom”) Williams, has 
been appointed successor to Lou 
C. Hart as New York representative 
of the Krippendorff-Dittmann Com- 
pany line. Mr. Williams is taking 
over Mr. Hart’s former offices in 
the Bush Terminal Sales Building 
and will travel his old territory as 
usual. 

Koppel with Rogers 


Edwin Koppel has been made 
manager of the shoe department of 
the Fordham Road store of Francis 
Rogers & Son, succeeding Mr. 
Dalton who has gone to Philadel- 
phia to manage the basement shoe 
department at John Wanamaker’s. 


Discontinue Women’s Department 


Parker & Diemer, 1376 Broad- 
way, are discontinuing their 
women’s department and are offer- 
ing all their women’s shoes at $3.95 
a pair. Some Banister oxfords are 
included in this offering. 


ST. LOUIS 
1925 a Profitable Year 


The year 1925 culminated with a 
satisfactory record insofar as the 
retail shoe merchants of St. Louis 
were concerned. Reports so far 
available all are of an optimistic 
nature in that the figures of 1925 
show an increase over the same pe- 
riod of a year ago. Some comment 
is made that profits were better this 
year than those of 1924 and to this 
end perhaps thanks should be given 
for the vogue of black satin and 


patent which eliminated practically 
all risk in selecting style shoes. 
Patterns, too, were so simple in 
design and limited to one or two 
fashions that this also added to the 
profit side of the ledger this year. 

December in most stores will 
about equal last year’s record for 
sales. If an increase is shown it 
will depend on the last day’s vol- 
ume to push the figures over those 
of a year ago. 


Overshoes in Demand 


With a few days of real cold 
weather, the patented fastener 
over-shoe trade showed a marked 
increase. One store announced 
that they have sold approximately 
ten times more of a popular brand 
than they did last year. The supply 
seems to be more plentiful this year 
than last season, although some 
merchants are complaining of ship- 
ments at present. 


Clearance Sales in Progress 


The style field after the Christ- 
mas holiday is confined to the 
clean-ups for the most part. The 
sales inaugurated were mostly on 
one-strap patterns of undesirable 
merchandise or _ broken _ sizes. 
Stocks are perhaps as clean at the 
present time as they have been for 
the past three or four seasons and 
a majority of operators will go into 
their . spring footwear program 
without the burden of carrying over 
many shoes. 


Colored Kid Selling 


Colored kid footwear in the new 
shades is selling well wherever it 
is being shown. Sauterne has re- 
ceived most of the prestige in this 
field. One store has already dupli- 
cated an order of a popular pattern. 


CHICAGO 
Christmas Week Brings 
Big Business 


Christmas week was a good shoe 
week in Chicago and it is doubtful 
if there ever was a Christmas week 
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Tuose college boys with their balloon pants may wear low 
shoes in zero weather, but what about the rest of us who’ve 


reached years of discretion?” . 
\ 


There are thousands of men like these, grow- 
ing gray and gaining wisdom. They know what 
they want. They buy boots with lacing hooks. 


Can they buy them of you? 


w 


When you order, specify visible 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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in which more footwear and 
hosiery was sold in the history of 
footwear sales in Chicago. 

The hosiery selling was to be ex- 
pected, for hosiery is and always 
has been a very acceptable and 
popular Christmas gift, but Chi- 
cago folks must have “gone in” for 
practical gifts this year judging 
from the amount of footwear sold 
during the week—or else they were 
making up for belated buying. 

There was hardly a stock of shoes 
in the loop that wasn’t pretty well 
cut up when last Saturday’s work 
was done and the buyers and man- 
agers are feeling just a bit better 
than they might have as a result of 
it. In spite of the Christmas sea- 
son which was the biggest in the 
history -of the city from a buying 
standpoint—the stores were all 
crowded on Saturday with folks 
that were buying footwear. 


Stores Crowded 


The .O and G stores on Madison 
Street and on State Street held a 
goodly crowd through the better 
part of the day. The I Miller store 
was crowded late in the afternoon 
as was the Walk Over store and 
Saturday isn’t a good day in Chi- 
cago. John Spalo at the Hub and 
Rube Metz of men’s shoe fame— 
played to capacity crowds almost 
the whole day through so every- 
body’s happy. 


Gray Kid in Demand 


Gray kids have been selling in 
the past week with an unexpected 
rush and the call for blonde and 
cocoa brown kid is better than it 
has been for weeks. Tans have 
come in, too, for an unexpected 
share of the buying and the little 
blunt nosed Charleston slippers 
have the edge on almost everything 
else for style popularity. 

Patents and satins show no signs 
of waning popularity and are 
probably the two items in the last 
that sell without much stimulation. 

Most of the stores are now get- 
ting ready for the annual clearance 
sales and judging from prepara- 
tions they promise to be lively. 


Stetson To Have New Store 


The Stetson Shops have taken 
over the lease of the former 
Wolfelt store on East Madison 
Street and as soon as the present 
occupants have completed their 
sale for the disposal of the stock 
will open one of the most beautiful 
shops in Chicago’s loop. 
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BOSTON 
Stores Observing Concentration 


A visit to any of the retail shoe 
stores of this city finds every one 
very much “on the job,” from the 
proprietor right down to-the new- 
est member of the salesforce. Every 
detail of merchandising policy is 
being carefully watched. Buyers 
are reviewing their shelves care- 
fully to see that they measure up to 
the requirements of wanted mer- 
chandise, and managers are requir- 
ing of their salesmen the most 
prompt, courteous and intelligent 
attention to customers. 

The year 1925 closed, for the 
great majority of stores, just a lit- 
tle ahead of 1924 business. Mer- 
chants are determined that 1926 
will show further progress and go 
still further ahead. “We’ve got to do 
it,” is the answer when asked as to 
how they think 1926 business will 
develop. : 

Just now credits are being 
watched very carefully—both cred- 
its of customers at the retail shoe 
stores and credits of the retail shoe 
merchants. “This is quite in line,” 
says a shoe buyer, “with conditions 
the country over. Those who have 
ample credit are going to go 
through 1926 with ‘flying colors.’ 
Just now the best stores are mus- 
tering all of their reserve force and 
selling technic, so as to make a fine 
showing for the first three months 
of 1926. Shoes for Easter selling 
are ‘in the works,’ and will be sup- 
plemented by buys at the various 
style shows.” 


Public Is Discriminating 


The public of Boston, say the re- 
tail shoe merchants, is a discrimi- 
nating one. It knows footwear 
values. It reads the newspaper ads 
carefully and consults window 
trims. Quality goods are in greater 
demand today than ever before. 
The customer cannot only tell the 
price of a certain shoe advertised 
by a particular store but the price 
of a similar shoe shown in another 
store and can compare these shoes 
intelligently as to material, work- 
manship and price. The buyer’s 
duties are more onerous than ever. 
It is necessary for him to spend all 
of the time possible, outside of the 
time necessary for his trips to the 
markets, right at the store, to ob- 
serve the trend of the demand. 


Kiddies Like A and B Widths 


There is a big call for growing 
girls’ A and B widths. Formerly C 
and D’s were the popular widths— 
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and while the bulk of the purchases 
are still on the latter width, there is 
a marked tendency for the B’s, with 
some calls for A widths. Children’s 
sizes are being called for in narrow- 
er and longer sizes. 


Clearance Sales 


Clearance sales have commenced 
—that of Jones, Peterson & New- 
hall’s and a few others starting the 
day after Christmas. 


Holiday Parties 


There were many Christmas 
parties in the shoe trade. One of 
the very enjoyable affairs was held 
on Dec. 24 at 12 o’clock, noon, when 
all of the members of the Ground 
Gripper organization “celebrated” 
for the entire afternoon. Much 
credit is due to factory superinten- 
dent, J. M. Van Kleeck, Jr., who 
was largely responsible for the suc- 
cess of the party. Other executives 
who took part in the fun were: 
President, Fred Farwell; treasurer, 
E. L. Kimball, and S. J. Gilman, 
sales and advertising manager. 


Duncan Buyer At Hovey’s 


A. C. Duncan, formerly assistant 
buyer of children’s shoes at Jor- 
dan, Marsh & Co., is now buyer and 
manager of Hovey’s little folks’ 
shoe department. This department 
had been for many years located in 
one corner of the women’s shoe de- 
partment on the first floor. On Dec. 
1, when Mr. Duncan assumed 
charge, it was transferred to the 
third floor. The department is 
decorated in soft gray tones. Three 
young women do the fitting. 


MILWAUKEE 
Clearance Sales Start 


During the week between Christ- 
mas and New Year’s, business in 
Milwaukee stores varied according 
to the policies followed by each. 
Several larger stores and many 
smaller ones started their semi-an- 
nual clearance sales immediately 
after Christmas, and are continu- 
ing with them into the beginning of 
the New Year. Other dealers have 
held off on their clearances until 
after the first of the year. As a re- 
sult, buying is general in cases 
where stores are making a disposal 
of fall and winter stock, while 
evening styles and other dressy 
types apparently hold the center of 
interest in the regular demand. 

Hanan & Son followed a conserv- 
ative policy in regard to clearance 
of winter stock. This store was do- 
ing business at regular prices dur- 
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Speaks for itself | Agr 


ATRIX is the only shoe with a 

moulded innersole built into it— 
the only shoe that supports all the arches 
at the bearing points by fitting the bottom 
of the foot—the only shoe that makes 
every customer an enthusiastic booster. 
And MATRIX SHOES always invoice 
100 cents on the dollar. ' 


Shoe retailers are lavish in their unquali- 
fied praise of MATRIX SHOES. One who 


hie : Black Satin One Strap 
hestitated for two years now proclaims cutout. Quarter. French 
MATRIX SHOES “the missing link in bourid, 18/s Covered 


the shoe busitiess”. To delay investigating Cohen Heel. 


MATRIX SHOES is to put off looking 
into the most important development in 


sosiey «taels » NewYork Sales Salon: 
cow Marbridge Building, Broadway at 34th Street 
'e€hicago Offices *- Philadelphia Office: 
‘> 325 Forest Building 
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ing the last week of December and 
started a sale for the benefit of cus- 
tomers on the first week of the new 
year. The sale will not be adver- 
tised to the public until the second 
week of January. Holiday social 
events and New Year’s Eve parties 
stimulated a demand for evening 
slippers, according to reports from 
this store. There was also a call for 
fancy rhinestone heels and buckles, 
priced $25 and above. 

Caspari & Virmond featured the 
opening of a clearance sale on the 
Monday following Christmas and 
the response has been very satisfac- 
tory, according to George Virmond. 

“Our clearance sale has brought 
in a big demand for shoes,” he said. 
“The week after Christmas was one 
of the biggest weeks we had for the 
year. Everything was moving, but 
we have been very much surprised 
at the marked activity in strap slip- 
pers. Colonials and .similar styles 
have also been moving. 


Spring Styles in Demand 


A few new spring styles have 
been sold by Caspari & Virmond, 
although these are not yet being 
shown to the general public. One 
attractive model is a fancy oxford 
in light gray kid, which was very 
smart. 

Brouwer’s have closed a satisfac- 
tory year and the present outlook 
for 1926 indicates that this will be 
an equally good year, according to 
S. J. Brouwer, head of the firm. He 
states that business conditions are 
such that 1926 should be fully as 
good a year is the past year. This 
store has been making a special fea- 
ture of a Year’s End sale. 


Lew Resigns 


Charles H. Lew, who recently an- 
nounced his resignation as buyer of 
shoes for the Boston Store, one of 
Milwaukee’s largest department 
stores, will be with Walden & Perry, 
shoe manufacturers of Lynn, Mass., 
in the future. Mr. Lew will repre- 
sent Walden & Perry in the Middle 
West, including the States of Wis- 
consin and Minnesota, as well as 
other territory to be decided upon 
later. 


Talks on Shoe Fitting 


_ The importance of having cor- 

rectly fitted shoes was stressed in 
an address by S. J. Brouwer, presi- 
dent of the S. J. Brouwer Shoe Co. 
of Milwaukee, before a luncheon 
meeting of the Lions Club at Fond 
du Lac, Wis. 
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SAN FRANCISCO 
Plans for Quick Clearances 


While in the midst of a Christ- 
mas season of unprecedented pros- 
perity and profit, San Francisco re- 
tail shoe men laid plans for quick 
clearance sales for the first weeks 
of January. The idea is to clean out 
broken lots and odd sizes as quick- 
ly as liberal advertising and gener- 
ous price cuts will permit, as it is 
generally believed that the feminie 
public will be awaiting the new 
styles and will buy liberally of the 
new models. 


Gray in Demand 


Judging from the fact that all 
shades of gray have for some weeks 
shown a special activity and the 
tan, biege and sand tints have also 
been called for in considerable 
quantities, it is probable that gray 
and the other lighter shades will 
be general favorites and heavy sell- 
ers, although black will not be neg- 
lected in the spring stock pur- 
chases. San Francisco women have 
shown themselves partial to the 
pump of simple lines and the single 
strap effect and all shops are look- 
ing for models, that while slender 
and graceful have clever touches of 
simple trimming to lend smartness 
and variation. The plain pump will, 
of course, mean that buckles will 
continue in the “best seller” class. 


Business Gain Recorded 


In closing books and balancing 
accounts for the 1925 season the 
San Francisco retail shoe trade sets 
the gain in business fin the neigh- 
borhood of 10 per cent. There are, 
of course, instances where indi- 
vidual shops have made larger 
gains, but as a whole this percen- 
tage represents a fair average. The 
present indications are that the 
1926 season will open well and show 
a nice profit and possibly some gain. 


CINCINNATI 
Holiday Trade Big 


Santa Claus, according to his ac- 
customed generosity, brought to 
Cincinnati retailers a_ well-filled 
stocking of business. During the 
first part of December store man- 
agers were complaining that al- 
though many persons were in the 
shopping district, few of them en- 
tered shoe stores, but the week pre- 
ceding Christmas and .this past 
week, the tide turned and Cincin- 
nati shoe mén were flooded with 
business. Many stores were forced 
to employ extra sales persons to 
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handle the large volume of business 
which came to them during the big 
rush. 

The post-Christmas business is 
attributable in part to the clear- 
ance sales which merchants adver- 
tised, but in many instances it was 
merely a natural increase in busi- 
ness which must naturally follow a 
slump. 

Even though the buying public 
showed a reversal of form in the 
realm of purchasing, it stayed 
closely to the general style trend 
which has been characteristic of 
the season. Women are still show- 
ing a pronounced preference for 
black patent leather, but there is a 
noticeable demand for relief of the 
plain black other than rhinestone 
buckles. Several merchants re- 
ported that underlay and appliqué 
trimming received quite a bit of at- 
tention from the female buyers. 


Colored Kid for Spring 


As to spring styles all merchants 
reiterated the general cry in the in- 
dustry of colored kids with modest 
trimming. 

Men, according to managers, 
have veered a trifle from the tan 
craze and most of the retailers re- 
port that black shoes for men are 
becoming quite popular. Styles 
for the spring are not likely to 
change much, if present indications 
are reliable. Spats for men are be- 
coming popular. Merchants report 
that more spats were sold this sea- 
son than ever before. 


Trade Active 


“We have been flooded with busi- 
ness,” was the report of William E. 
Newbold, manager of the shoe de- 
partment of the Smith-Kasson Com- 
pany. “I have been driven almost 
frantic trying to keep the salesmen 
abreast of the trade. We have 
twenty-seven persons on the floor, 
but the customers have been walk- 
ing: over us almost all the time. 
Styles are still the same; namely, 
black patent leather, some satins, 
velvets and a noticeable demand for 
tan kids.” 


Retail Luncheons to Begin Again 


Luncheons, at which retail mer- 
chants of Cincinnati met every 
week, will begin again this week. 
These weekly meetings were dis- 
continued during the holiday rush, 
because store managers felt that 
their presence in their respective 
places of_business was imperative. 



















































































© 
R 
— 
r || “sey "a OD YOTAVL A “A 
rd 8 W U0} s0g Olz AN Vd W a ‘T “2108 poeyo31s ados 
: pores! Yao ang 
3 . 
g ‘ 4 tenia “s[fe19p eejdui02 pue ‘i wey “ants 
S + a seojid ‘sajdures 103 40jNql1}sIp yse1veu ANOA sseippy 
-ouoy] “pry ‘Aueduiog F sayaegq “PR “O74 
*[8D ‘oosjouesy ueg “yyQoey] WM weysuryong 
“Key ‘oseg [g “OD 204g IW SP]ODH 
* . ° ‘ey ‘quod ‘y40fmoo 00f [vas puy 02 21qQD Uarq a.of 
-saAe1yg ‘Aueduioyd s0yg suyyUer “4 jAeqoy -2q sanau aany Oym uaw Wouf way. fo amos 
“8, ‘puouw —XATA-ILNAA WOsf paoustsadza aany flay? 
“yoy ‘Aueduod er duns Piel HHA CFU fayes pup quofmoo ayz fo fAppnoysenrenyzua 
— ny Ge SORs AV yvads yorum s4awmozsnd sway, Wouf s;DPUOW 
ae | paneer Note 1e*yoangsy -13893 fiupjunjoa fo ssajyoja4s fo saqunu D 
? “44 vaeey SS we a fiq payyj0U 24D am ‘aunzDU AOY? UP 9019001100 
| HASINOT SENe ? omer —s 40 apadoyi.o Gweq sp 82048 XA TA-ILNGUA 
‘A “N ‘Bangsyeid “oul “od es00W “D “A pazjspydwma waaauw sany am Yyonoyiy ~~’. 
& suyep ‘puejjsog ‘Aueduiod eo0yg A1i0g “YH *Y s ¥ 
& eujey ‘a0Zueg ‘Aueduioy s0yg pjoury ‘Ww fr sou2d4 22 AemM , 
Q “eq ‘erydjopeyyg “soig jneg WAV PS Vv « 
ne W104 MON ‘OLEYNG “OD ® AMICK “HM MOY T, WEY], SOY] XATA-LLNAA “2108 poqorse : 
5 yao, MON ados 903 xoq 
o ‘AND YAO, MON “OUT “OD F HONTA wWH49W 308 svete sseiq 
fy “ssp ‘10}se040 M4 “OUl ‘uDg PM YITWISG “YF *H he i ee 6 § 
fe ‘eg ‘YBangsyg “OD MP ‘soag yAeMeg s uel wry at * | 
"Ill ‘O8e214q9 “soag uyosy * ve Sut 2 10 wf * GN ‘ 
i *ssep ‘uojsog ‘Aueduiog 9 Aojdey ‘gq soury 00 9$ 3 rey a x | és 
° 7 = 
bh SUOLNGIULSIA uorsodoid aiqe 
2) Suimojzjoy ay} Aq -yoyeulUN Ue SI yNse1 oY] SIZ 
YP0IS Ps 
8 MOOLS NI GAINUVO -‘s20ys 19yJ0 OU “4 
on 
< ul pey eq 0} syuIod Burjes - 
“ AxessodaN speg [?°#] ON: (Ss) e1yx9 SAY UOHIppe ul no& 2° 
° Pozo Surnssyw—yjesg [oopy ssoyreyy (Pp) SAI8 s90ys XT LTLLNaA A 
is) eousuvmieg edeyg 103 sjosasuuy uoy-7 (¢) On] 24p 940 —peppy Aprumisu0y saptig may 
eseq Surmem 403 YURYS e1q'xKe],7 (Zz) ‘SSOUPICUIS 91438 pom ah 0 ae ques 
oo QUI9I}X9 94} UY} 310 oe cesmbon Isedan "mn ise wae wee 
“uy Suyquosqy woreandsiog poyeynueA (1) ° ee "yooe-fooq eee | 04 poqouyrs | coum” soqveer 
ini “feu “qoourg | syen + oops | poy es ofs0g 
$}U10q $3]DS a 
* -UPUTYIOM pue onjea jo 
DAIXY G NOX 42440 soxsop yay © ues THOMA 
$30 XO] J-13U9 
hid 
i 
> 

















—— US LT TEL ELT SSI RN NSS 2 So ee Se ee 


























nt a 


TR RW Ti ete ARE RT 






January 9, 1926 





BOOT AND SHOE RECORDER 





Shoe Manufacturing Centers 
Generally Active 


Vast Array of New Patterns Appears 


CINCINNATI 

Business Is Big 
“The total volume of business 
this year exceeded that of last year 
by 25 per cent,” was the statement 
of George Vollman, Jr., speaking 
for the Vollman, Lawrence Shoe 
Company. “Of this total we attri- 
bute 15 per cent of the increase to 

our popular balloon last.” 


Turned Shoes Begun 


The Vollman, Lawrence Shoe 
Company, has begun the making of 
turned shoes. “We were advised 
and encouraged by our many 
friends in the trade to begin the 
manufacture of Turned shoes,” de- 
clared George Vollman, “for they 
declared that shoes on the high 
standards which we have estab- 
lished would be welcomed by the 
trade. We have responded feeling 
the call for better grade of foot- 
wear.” 

Fred Roth Ill 


Fred Roth, advertising manager 
of the Roth Shoe Company, was op- 
erated upon last week for appen- 
dicitis at the Jewish Hospital. 
Physicians at the hospital reported 
that Fred is doing well and will be 
able to return to his desk at the 
Roth Shoe Company office shortly. 

“We have no complaint to make 
over our business for this month,” 
said Jack Roth, of the Roth Shoe 
Company, “our men are in from the 
road now, but they will return to 
their territory in a few days with 
added samples and we expect to re- 
ceive an increased volume of orders 
in the spring.” 


Julian Is Honored 


William A. Julian, chairman of 
the board of directors of the Julian- 
Kokenge Company, Cincinnati, was 
chosen to be Qhio’s representative 
on the Democratic National Com- 
mittee. Mr. Julian’s appointment 
took place last week at a meeting 
of the Ohio State Central Commit- 
tee. 

Mr. Julian has been active in 





Democratic circles in the State of 
Ohio for many years. He was a 
candidate for Senator from Ohio in 
1920. 

George Dittman Dead 


George Dittman, former member 
of the Krippendorf-Dittman Shoe 
Company, Cincinnati, died at his 
home 965 Burton Avenue, last week. 
Mr. Dittman was vice-president of 
the Krippendorf-Dittman Shoe 
Company until his retirement a few 
years ago. 

Mr. Dittman came to Cincinnati 
from St. Louis in 1885. He was one 
of the founders of the Krippendorf- 
Dittman Shoe Company. He was ac- 
tive in music circles in Cincinnati 
and served at one time as president 
of the College of Music. He was 
also interested in the Cincinnati 
Symphony Orchestra. 


BROCKTON 
Optimistic Regarding Brockton’s 
Future 


At the beginning of the new year 
members of the Brockton shoe man- 
ufacturing trade express confidence 
in the city’s future development 
through increased sales of made-in- 
Brockton footwear during 1926. 

Quoting views expressed by 
heads of Brockton’s two largest 
shoe manufacturing concerns, 
President Harold C. Keith of George 
E. Keith Company, says that with 
the continued prosperity predicted 
by Government officials and busi- 
ness leaders, with the style trend 
more simple and quality again com- 
ing into its own, there are pros- 
pects for a better volume of busi- 
ness during 1926. 

Herbert L. Tinkham, president of 


W L. Douglas Shoe Co., says that 


this concern made a quarter of a 
million more pairs of shoes in the 
last six months of 1925 than during 
the first six months of that year. 
He added: “The fact that we are 
able to announce this, we believe, 
points unmistakably to a growing 
trend toward better shoes. In my 
opinion the manufacturer who is 
able to make shoes that will meet 





the demands of the public as re- 
gards style and quality at a medium 
price, will find his volume of sales 
greater in 1926 than during the past 
year.” 


Booklet for Retail Shoe Merchants 


One of the oldest established 
houses in Brockton, Bion F. Rey- 
nolds, Inc., has as its head a de- 
scendant of a long Iine of shoe man- 
ufacturing ancestry in New Eng- 
land. Bion F. Reynolds is a name 
which has been associated for more 
than a generation with the produc- 
tion of men’s high grade boots. A 
booklet has recently been got out 
by this concern for distribution by 
retail customers to the consumer. 
At the top of each page is a sketch 
of episodes in the lives of early set- 
tlers in New England, together with 
appropriate comment concerning 
the hardships which they endured. 
Several styles of the Bion F. Rey- 
nolds hand-made quality shoes are 
illustrated in this booklet both tan 
and black, in high and low cut pat- 
terns. 

Narrow Toe Lasts 


Brockton manufacturers of men’s 
shoes featured at their exhibits in 
Chicago the medium narrow toe ef- 
fects. This was true both of shoes 
designed for street and dress wear. 
In the latter lines the narrow high 
toe was strongly emphasized as in- 
dicating a change in last design- 
ing which gives merchants a new 
note in men’s dress footwear. In 
a general way the tendency toward 
narrow toes as shown in Chicago 
will naturally continue to be fea- 
tured in the lines shown next week 
at the annual convention and exhi- 
bition of the Pennsylvania Retail- 
ers’ Association at Atlantic City, 
Jan. 18, 19 and 20. Numerous con- 
cerns in Brockton and the South 
Shore will be represented at this 
convention. It is regarded by the 
local trade as an important link in 
the series of style shows held at 
this season, and one which will be 
attended by many leading shoe mer- 
chants. 
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IN STOCK 


PLACE THESE-:STYLES BEFORE YOUR CUSTOMER 
AND SALES WILL FOLLOW AT A PRETTY PROFIT 





No. 173 


“THE BERWICK”—Tan Norwegian Foxed Lace Oxford, 
Flexible Box Toe. A, B, C, D. Price $6.00 


NO WAITS FOR DELIVERY 





No. 175 


“THE MIAMI"’*—Tan Calf Delmar Lace Oxford with “‘Barbourwelt” 
A, B, C, D. Price $6.00 


Every market in the U. S. A.—your home town or big city—is the 
H & F footwear market. Many merchants depend on them exclusively 
to get the turnover desired at the profit wanted. 


+ ‘HOWARD & FOSTER CO. ixczcu<= BROCKTON, MASS. 





ADDRESS ALL COMMUNICATIONS TO BROCKTON 





” 





When writing to advertisers please mention Boot anp SuHor REcoRDER 
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MILWAUKEE 
Manufacturers Ready for Spring 
Milwaukee manufacturers spent 


the latter part of December in prep-. 


aration for the opening of spring 
business, and in the majority of 
cases their salesmen were ready to 
start out on the road Jan. 4, with 
the new lines. It is expected that 
buying will return to normal, and 
that the spring season will be satis- 
factory. 

“Our salesmen were in during 
the latter part of December looking 
over the spring samples, and pre- 
paring to start out on the road on 
Jan. 4,” stated G. E. Musebeck, vice- 
president of the Edmonds Shoe Co., 
manufacturers of Edmonds’ Foot 
Fitter shoes. “We are looking for 
a normal amount of spring buying 
this year. Stocks in retail stores 
seem to be in pretty good shape 
generally, so that merchants should 
be ready to place good orders for 
spring. However, I do not antici- 
pate any marked change in the de- 
mand over the past six months. We 
are putting on a few more sales- 
men, and this should result in some 
increased business for us.” 


Adds Misses’ and Children’s Lines 


The Kalt-Zimmers Manufactur- 
ing Co. has added a line of misses’ 
and children’s welts to the regular 
line shown by the company, improv- 
ing and strengthening the line very 
much, according to Joseph L. Cas- 
per, president, treasurer and gen- 
eral manager of the company. The 
new welts appear in a variety of 
colors and materials, including pat- 
ents, tans, autumn blond and 
others, in straight colors and com- 
binations. Mr. Casper added that 
samples were ready so that sales- 
men could start on the road on Jan. 
4, 

W. A. Pohl Married 


William A. Pohl, president of the 
Kepec Co., manufacturers of leath- 
er finishes, dressings, tanning ma- 
terials, etc., and Miss La Vera 
Koempfer were quietly married on 
Christmas eve. The wedding was 
kept a secret, and was not known to 
friends here until announcement 
cards were received the following 
week. 

HAVERHILL 


Increased Factory Space 


Indicating a firm belief in the 
future of Haverhill’s shoe manu- 
facturing business, several con- 
cerns in the local shoe and allied 
industries are enlarging their facil- 
ities for production. Those which 


BOOT AND SHOE RECORDER 


have recently increased their fac- 
tory floor space include the Lex- 
ington Shoe Co. with added room 
in, the Witherell & Dobbins Co. 
plant on Washington Street; the Ger- 
ber Shoe Co., having larger accom- 
modations in the Morse & Proctor 
Building, and the Marks Shoe Co., 
on River Street. The Duane Shoe 
Co. and the Klayman Shoe Co. have 
moved from River Street to modern 
factory buildings on Essex Street. 
The Jonas Shoe Company is also 
moving from River Street to a plant 
in the center of the shoe district. 


Death of Joseph H. Robinson 


Joseph H. Robinson, formerly a 
leading slipper manufacturer in 
Haverhill, died recently at his 
home in this city. He was 85 years 
old and a native of Kennebunkport, 
Me. He began manufacturing slip- 
pers in Haverhill in the days when 
this class of footwear was the chief 
industry of the city. He retired 
from active business in 1888. 


Will Take Census of Manufacturers 


The United States Government 
Bureau of Census is planning to 
take the biennial census of manu- 
facturers covering the year 1925. 
The Haverhill Manufacturers’ Asso- 
ciation has cooperated with the bu- 
reau with a view to _ securing 
returns from Haverhill through re- 
ports of local concerns. Recogniz- 
ing the value of this work, Haver- 
hill shoe manufacturers will mail 
their returns as soon as possibile 
following receipt of the blank forms 
about Jan. 1. Reports will be re- 
quired from concerns doing a gross 
business of $5,000 or more for the 
year 1925. 


Newdick Re-elected Arbitrator 


By mutual agreement of repre- 
sentatives of the Haverhill Shoe 
Manufacturers’ Association and the 


Shoe Workers’ Protective Union, 
Edwin Newdick was re-elected as 
chairman of the Haverhill shoe 
board and neutral arbiter. Mr. 
Newdick, who has served two years 
in this capacity in the Haverhill in- 
dustry, will continue during the 
next five years, which will represent 
the existence of the new agreement 
between the manufacturers and the 
union, which began Jan. 1. Mr. 
Newdick has proved an able and 
impartial arbiter during his term of 
office. His unanimous election is 
evidence of confidence by those 
whom he has served. With the new 
agreement in force and added as- 
surance in the future of Haverhill’s 
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principal industry, its manufactur- 
ers are facing the new year in the 
firm belief that Haverhill is assured 
of greater prosperity than at any 
time during the past three years. 


LYNN 
Factories Active 


Lynn is starting briskly on 1926. 
Factories are active. Manufactur- 
ers are optimistic. Salesmen are on 
the road. It looks like plenty of 
business for the next three months. 

Styles are complex, but they are 
easy to analyze. Women wish more 
types of shoes. Every merchant 
knows the reason. Hence more 
styles. 

Among points of style develop- 
ment are these: 

Patent leather continues Lynn’s 
favorite stock. Shoes of it are 
brightened up with trimmings of 
contrasting materials. Satins, in 
blacks and colors, are getting new 
attention from buyers. These, too, 
are brightened up by trimmings. 
Leopard calf has appeared. It is for 
semi-dress and sport shoes. Reptile 
grains are gaining still more. Kids, 
in colors of the chart, are in high 
favor. Blending or contrasting col- 
ors or grains, has been worked up 
to a new point. Shoes are as intri- 
cate in color and design as milli- 
nery. 

Fancy Shoes Wanted 


Plain shoes, of refined designs, 
have passed. The idea of the mo- 
ment is to make shoes conspicu- 
ously pretty. Possibilities of fancy 
Wellington boots were once more 
discussed last week. Pumps that 
have the hair pin grip at the heel 
and over the front of the throat 
are the new big ideas in this pat- 
tern of footwear. Front straps are 
proving a success. Most instep 
straps are as slender as can be. 

Sandals will have wood heels 
12/8 or 14/8 high. Sandals did not 
sell to best advantage in former 
seasons because they were too low 
of heel and too broad of shank. At 
least, so some Lynn makers hear 
from their customers. 


Fabric and Leather Combinations 


Fabrics and leather will be com- 
bined to make new types of shoes 
for semi-dress and sport wear. 
Sport models appear to be open to 
new development. Novelty oxfords, 
with laces of gold or silver, are 
among the ideas that are discussed. 
Quarters on some shoes are made 
just a bit lower, so as to get a 
smoother fit around the heel. Ap- 
pliques, of new design, have per- 








5 BOOT AND SHOE RECORDER January 9, 1926 


C. H. ALDEN COMPANY 


DESIGNERS AND MAKERS OF MEN’S FINE SHOES 
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For Winter 


A sturdy grain oxford for 
the better dressed man 





BOSTON OFFICE, 10 HIGH STREET 
FACTORY AND EXECUTIVE OFFICES 


ABIN@ZON, MASS.- 


When writing to advertisers please mention Boot aNp SHor Recover 
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forations in them. An applique is 
5/16 inch wide so perforations are 
necessarily small. Slashed vamps 
and like open work shoes are ex- 
pected to be in diminishing demand. 


Wide Variety in Samples 


No two Lynn sample lines are ex- 
actly alike. Designers are making 
a point of providing each maker 
with sets of patterns just a little 
different from those used by other 
manufacturers. A hundred sample 
lines are going out of Lynn. So an 
idea can be had of the variety of 
styles. 

Twenty new shoe firms started in 
Lynn during 1925. The Chamber 
of Commerce has a list of firms that 
are expected to start in 1926. 

Sixty per cent of Lynn’s shoes 
will be in the popular grades. Some 
estimates are higher than that. 


Better Heel Fitting 


Some fitting clerks may notice 
that the binding of the quarter 
draws in from the top of the coun- 
ter. If this fault is extreme, the 
binding will chafe the heel, and 
possibly cut the stocking. 

Some manufacturers are correct- 
ing this fault by taking about 1/10 
inch from the top of the quarter. 
So the binding sets close to the 
counter, and is less likely to draw 
in, and to irritate the heel. 

Besides, the lower quarter makes 
a smoother fit around the heel, a 
feature that not only adds to the 
comfort but the appearance of the 
shoe. 
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BROOKLYN 
Spring Season Shaping Up Well 


Brooklyn manufacturers are dis- 
tinctly encouraged at the outlook 
for the spring season. Business 
already has come into the factories 
in sufficient quantity to insure ac- 
tive operations for the next month 
or two. In fact some of the larger 
operators here are not accepting 
orders for delivery beyond March. 
Salesmen who have been on the 
road for a week or more have been 
sending in good orders, and a wave 
of buying is expected to result from 
the style shows. Many of the 
largest retail buyers in the country 
have signified their intention of 
visiting the New York and Brook- 
lyn shoe markets in the latter part 
of this month. 


Colored Kid Leading 


According to all reports colored kid 
is “the” thing in high grade foot- 
wear. Parchment, ivory, sauterne 
and the deeper shades of the light 
tan category are the colors most 
in demand. All sorts of leathers 
are used for trimming, and in some 
cases there has been an unexpected 
demand for shoes made almost en- 
tirely of the reptile leathers, either 
with or without trimmings of other 
materials. 


Patterns More Complex 


In general, patterns are growing 
more complex. The step in and 
strapped models are still the gen- 
eral type of patterns most frequent- 





A model of the Brown Shoe Co.’s 


town’s payroll is of merchant advantage; therefore the display. 


factory in the store window of 
the Gimbel, Houghton & Bond Co., Vincennes, Ind. Increasing the 
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ly used, but overlays and underlays 
in designs that swing from the geo- 
metric to the ornately floral are be- 
ing used extensively. It is doubt- 
ful if sample lines ever have been 
more varied than at present. 


Sandals Returning 


Sandals are coming in for re- 
newed emphasis. High, spike 
heeled sandals of light colored kid 
have been among the best sellers 
with a number of prominent Brook- 
lyn houses. 


Piekenbrock in Thrilling 
Escapade 


DUBUQUE, Iowa.—E. B. Pieken- 
brock & Sons have been paying their 
employees by cash and on a recent 
Saturday J. E. Piekenbrock, a young 
man of about twenty-two years, and 
assistant to Walter C. Roose, was 
“picked” by a desperado as a victim. 
Young Mr. Piekenbrock had been 
acting as paymaster. He carried 
from the bank a bag, like a small 
Boston satchel, and was accosted 
some distance before he arrived at 
the factory by a man with a gun 
sticking out of his light brown over- 
coat pocket. The robber grabbed 
the handle of the bag and told Mr. 
Piekenbrock to throw up his hands. 
Instead of releasing his hold of the 
bag, Mr. Piekenbrock tightened it, 
and broke away from the bandit, 
starting on a quick run for the fac- 
tory. 

For some reason or another the 
bandit did not fire and Mr. Pieken- 
brock reached the plant in safety, 
with the contents of the bag intact. 
The firm has decided to take no more 
chances and is now paying by check. 


Brown to Open 16th 


Factory 


The latest and sixteenth specialty 
factory of Brown Shoe Company will 
be erected in Vincennes, Ind., con- 
struction to begin at once. It is 
hoped that the plant will be ready to 
begin turning out shoes in May of 
the coming year. 

A committee of citizens of Vin- 
cennes, after a most enthusiastic 
campaign, succeeded in inducing 
Brown Shoe Company to select their 
city as a site for their new plant. 
The factory will be similar in style 
and layout to the factories that they 
have built within the last few years 
in Charleston and Salem, IIl., and 
Union City, Tenn. 























BROCKTON, MASS. 
Address all communications to the factory 
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“HIGHEST GRADE ONLY” 












@: A. PACKARD CO. Makers : 
BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N.Y., U.S.A. 
MEN’S FINE SHOES EXCLUSIVELY 
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Harry Copeland Climbing 
Success Ladder 


SYRACUSE, N. Y.—Some twelve 
years ago Harry C. Copeland was 
one of the other 999-plus shoe sales- 
men. But he made up his mind that 
he was going to climb up a few 
rungs on the ladder of success. So 
he joined the Boston Retail Shoe 
Salesmen’s Association. He studied 
shoe fitting and shoe merchandising 
—espccially in its application to ad- 
vertising. And we now find him for 
the past 24% years in charge of the 
publicity of the five Worbass Walk- 
Over Boot Shops—here, at Utica, 
Binghamton, Erie and Wilkes-Barre. 





Harry C. Copeland, former retail 
shoe salesman at the Walk-Over 
Boot Shop, Boston. Through study 
of the problems of shoe selling he 
is now advertising manager of 
C. J. Worbass Walk-Over: Shops 


It was on a recent trip to Boston 
to attend the direct mail associa- 
tion’s convention that he ran into the 
RECORDER office to say “Howdy” and 
tell us “how he did it.” He was ac- 
companied by Dean Alexander of the 
advertising department of the 
George E. Keith Co., and J. J. Fun- 
dis of the Coleman-Gilbert Walk- 
Over Shop at Wheeling, W. Va. And 
just to keep his hands in shoe fitting 
practice, he sells shoes on the floor 
at the Worbass shop in ‘this city 
every Saturday afternoon. 





Becker with Nu-Way 


Herman S. Becker has joined the 
selling organization of the Nu-Way 
Shoe Co., 161 Dudne Street, New 
York, .women’s novelty footwear, 
and Dr. Rubenstein’s Supreme Stout 
Shoes. Mr. Becker formerly repre- 
sented the Bleecker Shoe Co. 
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SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. 
values unsurpassed. Priced 
please. Investigate. 

CRAIG-REED & EMERSON, Inc. 


Brockton, 
Boston Office, 10 High St., Room 38064 


Selling 
to 









New York Office—Marbridge Bldg. 


BRIDGEWATER 
WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 


Factory, Bridgewater, Mass. 
Beston Office, 183 Essex Stcoot 
Room 307 

































TRADE MAPK CEGISTERED 








HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
« 


SHOES and RUBBERS 


Every Wednesday and Friday 


STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Got to be Stetson 
to be Snappy” 


THE STETSON SHOE CO., Ine. oe 


Seuth Weymouth, Mass. 























Beautifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE CO. 
Mkt. Se. Reidsville, N. C 
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DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 


122-124 Duane St, 











New York City 
The Quality 
Pullman Slipper 


RED BLACK TAN 


Swan Shoe Co., Baltimore, Md. 














PARISTYLE FOOTWEAR MFG. C0. TNC. 


41-45 W: Ave., 
Bidg., 189 W. 


Chicage 
HIGH GRADE MULES and D'ORSAYS 


Made of Satin, Ouilted Satin, Embessed 
Leather. Tinsel and Brocade 
Prices frem $23.00 per doz. up 
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profitable con- 
stantly in Stock. Send for latest ay) list. 


ae Many dependable and 
styles 




















EMIL RUBLACK 


Maker ef Artistic 
Price and Sale Tickets 
pees F 
Samples ree on 


140-142 Ada BROADWAY 





Ne. 250. $2.50 per 100 Established 1903 
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Interest College Men in Style 
and You Get the Business 


You never can tell what the col- 
lege boys will wear. Just now they 
are wearing powder blue tweed 
suits, pearl hat, with striped band, 
a mottled shirt, a varied colored tie 
and kaleidoscopic socks. They are 
peacocks at heart, after all. As a 
flyer, I tried out 36 pairs of Edwin 
Clapp’s pig skin brogue oxfords, 
and sold them out in a week. This 
was one of those wild bets in which 
I sure was lucky. 

We are finding it quite necessary 
to crowd our show windows, for we 
have discovered that the more 
shoes there are in the window, the 
more people will stop, look and 
buy. Our big problem is to show up 
our merchandise to the best advan- 
tage, for I really believe that 25 
per cent of lost customers would be 
sold if they saw the shoes they 
wanted somewhere on display. 

By Merchant-Editor, 

T. L. Mansur, 
Reymon Co., Baton Rouge, La. 


J. H. Burcher, who is again rep- 
resenting the American Shoe Co. 


Henry Burcher Back with 
American 


J. H. Burcher, who resigned from 
the American Shoe Co. of Brooklyn 
for a short time, is back once more 
on the old job. The temptation to 
return to the fold was too strong for 
Henry, for he felt that he could do 
better at the old stand. 

Commencing Jan. 1, “J. H.” opened 
up the American line with a display 
at the Hotel Imperial, New York, 
following with a trip through his 
territory—Dixieland. 





BALLET SLIPPERS 
BLACK VICI KID—IN STOCK 


Athletic Shee Mig. Co., 124 N. Third St. Philadelphia 











QUALITY BALLETS— = stax 
Soft Toe : 

6/11 $1.16 

11%/3 1.20 

a4 1.26 

15¢ Extra 

Alse Men's and Wemen’s Slippers ef every deseripticn. 


METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. New York 








SOFT 70m 


srock 


Send for 
Price List 


325 W. Ey ag 








BALLET SLIPPERS—IN STOCK 


of the unusual kin 
Style Ble2 Blk. Glazed 


e°"T 
6-11 uss 2 
$1.30 $1.35 §$ 7 
ee ~ we 


Speciatists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 








IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.26 pr. 


f lsmee 
$1.20 pe. 
Childs’ 
$1.16 pr. 
BLOG SHOE FINDING CO., <2 








147 Duane St., New York, N. 








shoe patterns 


ARLE SHOE PATTERN CO. 
50 MAIN ST., BROCKTON, MASS. 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 





























T. W. Godsoe, Pres. 
W. G. Donald, V: 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS 


¥, B. Jones, Treas. 
toe-Pres. 








The One 

“ W ater proof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danverspert 95 Seuth St., Besten, Mass. 








Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 














est Virginia 


Not a substitute for—but an improvement 
Pa ordinary leather. 
WestV, nia Pulp & Paper Con 
est inginia Pulp PaperCompany 
Detroit New York P Ch: om 











“ELAM” 
FlexibleTurn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 


























No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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Some Rubber Facts to Use 
in Advertising 


ERE are some facts in regard to 

rubbers that may be interesting 
use in advertising copy. A good 
story often heips to popularize mer- 
chandise. 

It is interesting to recall that 
rubber shoes once were novelties, 
and were looked upon as an innova- 
tion in footwear, much as the popu- 
lar novelty types of women’s shoes 
were first looked upon when they 
appeared in recent years. 

Some of the first rubber in New 
England, now a leading center for 
the manufacture of rubber footwear, 
was brought from South America to 
Boston and Salem by clipper ships. 
They brought balls of crude rubber 
for ballast. No commercial use 
could be made of this crude rubber, 
because nobody knew how to vulcan- 
ize it. 

Later, some of the shipmasters 
brought rubber shoes, using them in 
place of rubber balls for ballasting 
their ships. Some of these shoes 
were sold and worn, and imports 
began to grow. Next, some Boston 
merchants conceived and carried out 
the idea of sending American lasts 
to Brazil, to have rubber shoes 
molded over them. There was quite 
a sale of these shoes. But they 
melted in summer heat, and stiff- 
ened in winter cold. It was not until 
after Goodyear discovered the pro- 
cess of vulcanizing rubber that the 
use of crude rubber for shoes, and 
other goods became a _ practical 
proposition. 





Sell Men’s Lounge Slippers 


Edwin Clapp & Sons salesmen are 
announcing this season an innovation 
in their line, namely men’s lounging 
slippers. These slippers are made, 
for the most part, on the “Glengarry” 
last and are being sold in various 
color and leather combinations. 

The sample line includes Russia 
Calf, purple, red and blue kid, light 
weight pig skin, patent colt and 
green morocco welts. Salesmen say 
that the soles and shanks are very 
flexible, and in addition to being per- 
fectly comfortable for lounge wear, 
will render an unusual amount of 
service. 


San Diego Boys Report 
Favorably 
From San Diego comes the word 
that traveling. salesmen report a 


nice business booked for immediate 
shipment, as well as for future ship- 
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J. R. BEATON CO., Inc. 
331 FOURTH AVE., NEW YORK 
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Telephone, LiBerty 8673 











ment. Balmy weather, following 
liberal rains, have given this vicinity 
an impetus to dress up its feet. 





Harry Hamburger with 
Lynn House 


Harry Hamburger, formerly rep- 
resenting Jos. A. Jonas Shoe Co., is 
now connected with the Lynn Shoe 
Mfg. Co., Broad Street, in the former 
V. K. & A. H. Jones & Thomas Co.’s 
location. Harry is “style-ing up” 
the line as well as selling same. He 
spends the greater part of his time 
at the factory. 
























































































Harry Hamburger, who is “style- 
ing ’em up” and selling ’em, too, 
for the Lynn Shoe Mfg. Co., Lynn 
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“THE LEATHER THAT 
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START selling children’s shoes made 
of SPORT WILO and you start 


a chain of regularly repeating customers. 


For SPORT WILO has all those 
qualities that please both the parents 
and the children. 















































Our Best Selling 
Rugged service Shades for Next S E ~~  # 


combined with ex- Season are SPORT WILO 


treme comfort and = COFFEE sshoeandyou'll 


that all important and readily under- 
thing in children’s LIGHT stand why so 
footwear— proper SMOKE many of its 


foot ventilation. . 
users call it 


Our Complete Color List Follows: je 

Coffee Olive The Leather 
Almond Chocolate that sells more 
Light Smoke Beige ss 

Camel Smoke Red shoes. 

Dark Smoke Blue 

Log Cabin Green 

Tangerine Silver Gray 

White Dark Gray 

Black Pearl 


C. D. KEPNER LEATHER CO. 


139 South Street, Boston, Mass. 
—BRANCHES— 


231 West Lake Street, Chicago, Ill. 308 Leather Trades Bldg., St. Louis, Mo. 
10 Spruce Street, New York 200 Davis St., San Francisco, Cal. 
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Here Are Wanted Styles In 
The Wanted 


Blondes “- Greys Allsteel Files 


They Are Full Of Action RAWERS that operate at a touch, 
with velvet smoothness—greater 


—and IN STOCK, so don’t filing capacity — unit—unusual = 
protection—and no wearing out. 
delay your orders these are Allsteel File advantages. 


Welded construction throughout, 
beautifully and richly finished in 
baked-on enamel, Allsteel Files— 
like the entire Al/steel Office Equip- 
ment line—guarantee you permanent 
satisfaction, at a reasonable cost. 
Write for the new GF Allsteel Furniture Catalog. 
THE GENERAL FIREPROOFING CO. 


Youngstown, Ohio 
Dealers Everywhere + Canadian Plant: Toronto, Ontario 
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Barbara 
Kid Lining—French Corded 


6000—Blonde Kid, Spike Heel, A, 
6001—Blonde Kid, Cuban Heel, A, 
6004—Grey Kid, Spike Heel, 
6005—Grey Kid, Cuban Heel, 
6006—Patent, Spike Heel, 
6007—Patent, Cuban Heel, 


$3.60 
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Y’ vette 
Kid Lining—French Corded 


8600—Blonde Kid (Brown Kid Inlay) Spike 
Heel—ABC. 

8601—Blonde Kid (Brown Kid Inlay), Cuban 
Heel—ABC. 


$3.60 Ma 1 | . Be sah 
MERCHANTS SHOE CO. 


THE GENERAL FIREPROOFING CO., 
Youngstown, Ohio 

Womens Shoes of Consistent Stylew Quality 

57 Lincoln Street, Boston,Mass. 




















QOOOOOOOOOOOOOQOOOO 


Please send me without obligation a copy of your Allsteel. Furni- 
ture Cataiog. B. & 8S. BR. 


© 


_ 
Pr ee 
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eo 
Wishing 

— WE CAN HELP 
Prosperous YOU 


New 
Pa REALIZE THIS WISH 








| 
Start the New Year Right 


MAKE YOUR WINDOWS DO FULL DUTY IN YOUR 
EFFORTS TO MAKE 1926 


A PROSPEROUS NEW YEAR 
With 
THE NEW RECORDER SHOW CARD SERVICE 


SPECIAL INTRODUCTORY OFFER 8 Cards 


FEBRUARY CARDS MAILED JAN. 15th 
EASTER CARDS MAILED FEB. 15th Per Month 


With special feature cards for the important 

holiday events in these months and our monthly O 

merchandising letter service-sales helps, etc. dD V month 
; € | 


($30.00 per year if paid in advance) 








SEND THE COUPON 





COUPON 


Recorder Show Card Service, 


WHAT THE SERVICE CONSISTS OF 
Room 607, 189 West Madison S8t., 


Chicago, I. With your order: Four handsome display mat frames with your store name 


Please enter our order for the hand lettered. Two large 8” x 14” two small 6” x 12”. You have a 


R SHOW CARD SERVICE choice of two colors—silver grey and bronze brown. A generous assort- 
re Lala 
pen 





oy —- | mol $5.00 3 ——™ , x - ment of blank price tickets to match the cards. Also sp 
service. with pens and ink with instructions on lettering price tickets. 
We carry Men’s, Women’s and Chil- 
dren’s Shoes and Hosiery. Every month: Eight hand designed card inserts to 
(Cross out lines not cafried). slip into the mat board frames with a generous sup- = 
We prefer the (Grey) (Bronze) Mat ply of blank price tickets to match the | — 

complete instructions for getting the most benefit per Month 


Letter our name on the mats as : ; 
cuay attmek an io Gonaen. per from the service, also selling helps, etc. 


THE RECORDER SHOW CARD SERVICE 
189 W. Madison St., Chicago, Ilinois 
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LADIES FINE 


























































FOOTWEAR 
A Representative Wessons Style a 
That Will Be Displayed at the Pennsylvania . 
Shoe Retailers Convention, January 18-19-20 th 
as th 
W. 
No. 2572 Sauterne Kid = ROOM 106 : 
oe hg Haga gg Rage HOTEL TRAYMORE fe 
oe Medium Toe, 17/8 Spike P i . 
Cl cian Atlantic City, N. J. > 
Price $4.00 NORMAN WESSEL, Salesmanager in Charge “ 
Three-Week Delivery th 
! Also made in all colored kid ROBERT JACOBSON, mi 
ie a FRANK C. KAITZ Also in Attendance . 
| Lia alli. ill eaaiaseeimmneieeninemamenmunttine ‘a 
| 222.2486 Liberty Se Deptrtients Nor". Rect . 
A. E. WESSEL & SONS “""""" BREE [> 
Puabun NST Seenem, 105 Decne Sts J. Mion, Bone : 
d 
am 
ae 
a * eve 
Did You Ever Think of This? tr 
sho 
e sho 
You probably haye used equipment, shop- = 
worn equipment, out-of-date models or prod- me 
ucts which you do not want but which some tt 






one else would be glad to get hold of at a price 
under the market. 










Classified Advertising in the BOOT AND 
SHOE RECORDER will move them quickly 
and economically. See Classified Section for 
Advertising rates. 
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Is the Customer 


Always Right? 


(CONTINUED FROM PAGE 33) 


had walked across the street in a 
new pair of shoes and got her feet 
wet. The dealer remembered that 
there had been a heavy rain fall 
that day. He asked her if the street 
was quite wet when she crossed. 
Yes, it was, but it seemed to her that 
any shoe ought to keep a person’s 
feet dry. The dealer asked if the 
shoes were not very light turns. 
Yes, they were, but that didn’t make 
any difference. They should keep 
her feet dry. And there you are. 

Was this customer right? We 
think not. And she would never 
make such an unfair statement did 
she know anything about the process 
of making turns. 

It is an old-fashioned theory that 
customers should not know too much 
about the goods they buy. The 
more they know the more they will 
appreciate and value the goods, es- 
pecially the shoes. 


* * 


Americans are famous for their 
sense of fair play and good sports- 
manship. American shoe men, as a 
rule, are honest with~-each other, 
even to the extent of making amends 
for some other fellow’s error in 
fitting or slip-up in selling. Many 
shoe men have corrected another 
shoe man’s fault, for the good of 
the cause, and because he felt that 
his was an honorable calling and 
must be. protected against unfair 
prejudices. But, here is an instance 
of “dirty ball” practiced by a shoe 
store in a western town. It ought 
to be blazoned on every wall so that 
all shoe men may see and govern 
themselves accordingly. 

A woman came into a store and 
said she had bought a pair of shoes 
there a few months previous. The 
shoes, she claimed, were too small, 
that the clerk had misfitted her, 
deceived her as to the size, and a 
lot of other things. Asked as to 
how she had obtained all this infor- 
mation she said that SO-and-SO 
down the street had told her. Here 
is a part of the quiz that followed: 

Dealer: “You say that we mis- 
fitted you? What size do you wear?” 

Woman: “Size six, A width.” 

Dealer: “What size did our clerk 
give you?” 

Woman: “Size five, double A.” 


' Dealer: “And SO-and-SO down 
the street told you that we had de- 
ceived you, given you the wrong 
size, misrepresented things to you, 
misfitted you and a lot of other 
things?” 

Woman: “Yes, and they said that 
I should come and make you give 
me a new pair of shoes.” 

Dealer: “Very well, madame, we 
will be glad to make any adjustment 
that is fair, if we are at fault. Did 
you bring the shoes with you?” 

Woman: “No, I did not. Do I 
have to do that?” 

Dealer: “Certainly, madame, we 
must have the shoes here to see.” 

Woman (indignantly): “Do you 
refuse to take my word?” 

Dealer: “Certainly not, madame, 
it is the word of SO-and-SO that 
we are questioning. If you will 
bring the shoes in we will take 
every pains to investigate and make 
adjustment if you are entitled to 
gg 

Next day she came in with fire 
in her eye. She slammed the shoes 
down and glared at the dealer with 
an air of defiance. 

Examination disclosed the fact 
that the shoes were size seven, dou- 
ble A, and a good fit. Measurement 
of other shoes from the same fac- 
tory were made to prove that there 
had been no mis-numbering. The 
case against the lady was plain. She 
was trying to get away with some- 
thing with the connivance of a 
competitor that should be blacklisted 
by every fairminded shoe man in 
the business. 


New Jobbing House 


NEw YorRK CitTy.—The firm of 
Martin Posner & Co., jobbers of 


shoes and rubbers, 326 Church 
Street, recently opened for business 
here. Martin Posner, formerly con- 
nected as buyer and manager for 
approximately thirty years with the 
house of Van Praag, this city, is 
now at the head of the house of 
Posner. This concern will cater to 
both the domestic and foreign 
trades. The export department is in 
charge of Harry Aaron, well known 
to buyers of the Latin-American 
countries and the West Indies. 
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Recorder 
Forum 


[CONTINUED FROM PAGE 49] 


fining. A casual inspection of the 
listed stocks on the New York ex- 
change and their fluctuations over 
a period of years, will reflect in no 
uncertain manner the part national 
advertising has played in Ameri- 
can business. But what I have in 
mind is the mental attitude of mer- 
chants in the shoe business toward 
nationally advertised products. 

“We are in a selling era. Pro- 
duction and manufacturing have 
ceased to be a factor. Every worth- 
while manufacturer in the shoe 
business makes good shoes, or can, 
given sufficient capital. The prob- 
lem of production is nil, but the 
problems of selling are increasing 
daily. It has been stated on un- 
questionable authority that there is 
one shoe retailer for every seven 
hundred men, women and children 
in the country. 

“It is perfectly obvious what a 
terrific requirement this puts on the 
average retailer (or a retailer above 
the average) to exist. I have been 
in practically every city in the 
United States of 25,000 or over, and 
invariably there are too many re- 
tailers and the problem of getting 
one’s share of business is no longer 
a share-problem 

“The retailer must get his share 
of the business and the other man’s, 
too, if he expects to conduct his 
store or department profitably over 
a period of time. It is an unfortu- 
nate and deplorable state of affairs, 
yet it exists and there is no deny- 
ing its existence. The smart retail- 
er knows that he must get his 
share-plus somehow. I maintain 
that cooperation by the manufac- 
turer, through national advertising, 
is the means for profit to the mer- 
chant who links himself with this 
modern vehicle of better distribu- 
tion.” 


John Ward Comes to “The 
Hub”’ 


BostoN—“John Ward  Men’s 
Shoes, Inc.” has arrived at Boston. 
The first John Ward store opened 
here, in the heart of the men’s dis- 
trict, at 297 Washington Street, 
Dec. 19. Shoes were: priced at 
$7.00 and $9.00. 
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His feet were tired. He had to be on them 
all day long. In spite of his activity, he 
was getting heavy. He felt that he needed 
sturdier shoes, shoes that would give plenty 
of support to the arch and still be com- 
paratively light of weight. He went into 
a shoe store to explain his foot troubles. 








A bright, young clerk approached him and 
was quick to sense his needs. He took from 
stock a light calfskin, Goodyear Welt shoe 
with a Crawford Arch Supporting Shank. 
The man with the tired feet slipped them 
on and walked up and down the carpet for 
a few minutes, thoughtfully. Then, he 
turned to the clerk, his face beamed relief, 
and said, “Those feel good. What gives 
that restful feeling?” 


“Oh! that’s the Crawford Shank,” said the 
clerk, and he explained it. 


} Hi 
ht 


The Crawrorp Arcu SupporTING SHANK 
is a resilient steel brace built right into the 
shank of the shoe. A truss riveted to the 
under side of the shank keeps it always in 
its original curved shape and prevents it 
from breaking down. One end of the shank 
is slotted and fitted around a split rivet so 
that it may slide back and forth as the 
weight of the body is applied and reoved 
from the foot. In this way, the shank is 
always snug against the arch of the foot, 
yielding just enough, under pressure, to 
accommodate the natural flattening of the 
arch and springing back with the foot as 
it is raised. 


The man mentioned above bought the 
shoes. He left the store spryly and happily. 
He stopped down the street a short ways 
and pointed out to some friends the store 
that carried shoes with Crawford Arch 
Supporting Shanks. 





Not only good customers but 
firm friends patronize the store 
selling shoes with Crawford 
Arch Supporting Shanks. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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A Simple System at Last! 


for 
Accurate Shoe Store Bookkeeping 








EVERY DETAIL 
OF YOUR BUSINESS 


ON ONE PAGE 





Good for Four Years 


$1590 


The Recorder Faultless Simplex System 





After years of experiment and effort Carefully kept, it will give you a con- 





we have at last developed what we be- stant check on every detail of your 
lieve is the most simple bookkeeping  usiness. 
system yet offered to shoe merchants. Printed on the best ledger stock, in- 






dexed for your convenience 


Every detail of the day’s business lies The book is good for FOUR YEARS’ 
before you on a single page. recording of your business. A cost of 


Income tax records quickly taken off My $8.75 per year. 
and verified. Gives you quickly and accurately: 


Your cost of doing business 









Buying and selling information can he 






had at a glance. Stock investment 

No previous bookkeeping experience is Turnover 

needed to keep the records complete. Profit 

A complete protection against the er- Tax Liability 

rors in business that cost you money Complete figures for bank loans 





every year. or fire losses. 










COUPON 


Boot and Shoe Recorder, 
189 West Madison St., Chicago, Il, 


Please mail me on approval your Faultless Simplex System. I 
agree to return same within ten days if not satisfied—or you can 
send me your bill for $15.00 and I will send check. 


The Western Service Dept. 


BOOT AND SHOE RECORDER 


189 W. Madison St. 
CHICAGO ILLINOIS 
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4in......20.00 16.00 14.00 12.00 10.00 letter postage. 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


i SITION OR LINE WANTED—Four cents per word for each 

Recorder rates for space less than one-eighth P insertion. Minimum amount accepted, seventy-five cents. For 
page per issue: : other po aa, Se per word for each 

insertion. nimum amount acce » 25. 
Space 1time 7times 13times 26 times 62 times Ads under these headings will be received at the Boston office ot the 
$ Boot an oe Recorder up to noon on Monday of week of pu 

1 in..... - $5.00 $4.00 $3.50 $3.00 7 $2.50 —o- ae. he oy ane per fg 2 ——  d — > — 
of this office, twelve words must allow n each advertisemen 
2 in......10.00 8.00 7.00 6.00 5.00 for address. When advertisers desire replies forwarded direct to 
their address, each word of the address must be counted in the 


8 in......15.00 12.00 10.50 9.00 7.50 advertisement and paid for accordingly. When display space is 
used allow 45 words to inch. Answers to ads must be sent under 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 




















SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 














A Real Line for Real Salesmen 


Progressive organization selling women’s novelty footwear to dealers for 
immediate delivery wants real live salesmen with established following on 
commission basis. If you are thinking about the future and want a line really 
worth while, address 


Sales Mgr., FINLIN NOVELTY SHOES, No. 140 Lincoln St., Boston, Mass. 





EXPERIENCED high grade ladies’ shoe sales- 

man to carry as side line a high grade line 
of beaded and rhinestone shoe ornaments. Ap 
ply to Philadelphia Shoe Novelty Co., 1210 N 
7th St., Philadelphia, Pa. 





SALESMAN wanted to represent a Brookly: 

ladies’ turn house in Middle Western terri- 
tory; capacity 1500 pairs per week. Write de- 
tails and reference. Address B-881, care Boot 
and Shoe Recorder, 239 W. 39th St., New York 








WESTERN PENNSYLVANIA WEST VIRGINIA ARKANSAS 


We want experienced salesmen to cover the above territory. We make unlined UNION 
STAMP WORKS SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 


Write for particulars, giving references. 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 














H'cH grade salesman with established trade 


SALESMEN WANTED to carry our manufactured line ot telt slip- 
pers, cushion and hard sole, on straight com- 


mission; Southwestern and Western territory. 
— —s a > ~~ J = References required. Rubber salesman pre- 
Children’s. mT an Caw’ ches in ferred. Give all details first letter. Line now 
stock in Chicago. Seven per cent straight ready. Feeman-Thompson Shoe Company, 
commission. References required. The Manufacturers of Slippers, Saint Paul, Minn. 
following territories open: Arkansas, 
om agua ~~ Rg Bae ALESMAN to travel Middle West with a 
Detroit; Northern Michigan, Minnesota, high grade, medium priced line of stitch- 
exclusive of Minneapolis and St. Paul, down shoes and sandals to jobbers and large 
Montana, Nebraska, exclusive of Omaha, retailers. Must have an established trade. Will 
New Mexico, North and South Dakota, allow drawing account against commissions. 
Oregon, Tennessee, Washington, West State age, references and experience. Address 
Virginia, Northern Wisconsin, Missouri, B-877, care Boot and Shoe Recorder, 207 South 
Wisconsin, Nebraska, Pittsburgh and sur- St., Boston, Mass. 
rounding territory. Add: B- ° 
care oot and Shoe Recorder, . 
189 W. Madison St., Chicago, Ill. BROOKLYN high grade factory desires ex- 

perienced salesman. Wonderful opportunity. 


Good drawing account and percentage of profits. 
Address N-514, care Boot and Shoe Recorder, 
239 W. 39th St., New York. 


OPPORTUNITY GALESMEN—Long established New York 


ee ph a | ees ¢ i wholesale house carrying in stock exception- 

several excellent territeries’ experienced ally strong lines women’s welts, style McKays. 

salesmen having established retail trade. Draw- as well as misses’ and children’s shoes, wants 

Xn coven per ome comenieston. Cor- resident = with are _ | eo 

e. ra western Pennsylvania, ahoma, Texas, Flor- 

rf a TP es Ok ot ida and the South. Must be live wires with 

4 experience and acquaintance. Commission basis 

onlv. Reply giving previous experience and 

qualificatiors. Address N-515, care Toot and 
Shoe Recorder, 239 W. 39th St., New York. 


























ALESMAN for.western Pennsylvania (Pitts- 
WANT SALESMEN high ret, and ebiy) to - — oy 
Can you sell a line of Men’s Genuine yo PR geroe pen te a ie a ive os a 
Calf Skin Shoes for $3.50 less 5% dis- to the retail trade on commission. Best — 
fit t bers carried in stock. First class references 
are getting $4.00 and ‘or? must accompany first letter. Rohrer & Co., 
snappy. young men’s fast selling sty’ Orwigsburg, Pa. 
yr hy hy ~ fA -e GALESMEN WANTED—We at th 
rmour’s ron utsoles. e at the present 
Sold ean ntome time have limited amount of territory open 
FROM HUMBOLDT. for experienced side line salesmen with estab- 
° lished shoe trade, to carry on liberal commission 
COBLE SHOE CoO, sont ous z< ewe line | Bepyigs Weccasine 
exnsee and Soft Sole Shoes, sizes 0 to 4; 
Bumbelit, Tous Step Turns, sizes 1 to 5, and New Process 
Welts, sizes 2 to 5, 5% to 8 and 8% to 12. 
This complete line is not only manufactured in 
Sucked ‘by IN’ STOCK’ De 
ANTED—Experienced man for north-east ac y ¢ 
W New York and Vermont. Herbert L. Marx $100,000 wete = shoes at all times, thereby 
Co., manufacturers, distributors of shoes, rub- pmnge, ideal proposition for live wire sales- 
bers, findings. Address B-874, care Boot and men. ;Mention territory desired atid give refer. 
Shoe Recorder, 207 South St., Boston, Mass. Allen Street, Rochester, N. Y. , . 



































WANTED—-Wide awake successful salesmen 

to represent Mass. manufacturer of popu- 
lar priced men’s shoes with instock department. 
Write giving full details and territory. Address 
B-857, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





ANTED—Salesmen with well established 

trade in Western Texas, New Mexico, Ari- 
zona and Southern California to sell on 7 per 
cent commission, Misses’, Children’s and In- 
fants’ Turn Shoes. Spring lines ready January 
15th. References necessary. Edward H. Ken- 
nedy, No. 9 Furnace Street, Rochester, N. Y. 





GALESMAN WANTED—A salesman with an 

acquaintance in North and South Carolina, 
Virginia and Kentucky to handle a well known 
line of boudoir slippers in fabric, satin, leather 
and felt. This line has many established ac 
counts but we want a go-getter who can in 
crease business in this territory. Commission 
liberal. Give all particulars in first letter. 
Samples ready in January. Address B-876, 
care Boot and Shoe Recorder, 1222 Granite 
Building. Rochester, N. Y. 








POSITION WANTED 


SINGLE man with 20 years’ experience in re 
tail shoe business looking for position after 
January 1. H. W. Co’ » Scottdale, Pa. 














PARTNERSHIP DISSOLVED 








I, Ben Winthrop, 


have dissolved partnership and am not 
responsible for merchandise bought under 
the firm of Weintraub & Winthrop or 
= as Ben’s & Co. after Dec. 5th, 

















FOR SALE 


FOR SALE—Department store having an up- 
to-date, staple and complete stock of gents’ 
furnishings, clothing, dry goods and an excel- 
lent line of shoes consisting mainly of Interna- 
tional Brands. Best location in this section of 
city. Business established 14 years ago in 
small store 15 by 25. Today am owner of 
premises with space of 80 by 65. Four com- 
municating stores in one. Long term lease can 
be had if desired. Reason fer selling, owner 
wants to retire. Business references in Dun’s 
under name of Max Somon, 1909-15 Nichols 
Ave., S: E., Anacostia, D. C. Further particu- 
lars will be given upon request. 
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FOR SALE 





FOR RENT 





FOR RENT 











A Profitable Shoe Store 


Established 12 years—30 miles out of 
Oleveland, Ohio. Population 10,000. 
Trading area 30,000. Low Rent. Stock 
about $8,000. Also Landis shoe repair 
outfit installed. Reason for selling, 
owner must be free from store confine- 
ment. Investigate, this is a uy. 
Address B 880 care of Boot & Shoe 





Recorder, 207 South St., Boston, Mass. 











FOR SALE—Only exclusive retail shoe store 
in town of 5,000. Established in 1892. 
Complete new stock in 1919. Death of propri- 
etor forces sale. Immediate possession. Ad- 
dress Harold Anderson, Canastota, N. Y. 





OR SALE—Shoe store, good paying business. 
Two good reasons for selling. Clean stock, 
inventory about $7,000. To sell at right price. 
Two good tteries, brick plant, ru and 
aluminum factories. Call or write Bonar & 
Tatman, 7 Main St., Carrollton, Ohio. 











WANTED TO BUY 


eo 


There’s No Better Location to { 
Sell Shoesin N. Y.! | 


houses. 
For details address 


ANTED store room suitable for shoe store. 

Must be good location. Would consider 
buying shoe store if proposition is satisfactory. 
Cities of not less than fifteen thousand popula- 
tion. Preferable in State of Pennsylvania. 
Address B-878, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








WANTED TO PURCHASE 





Would contract direct with fac- 

tories for entire output of re- 

turned shoes. All kinds wanted. 
D. M. CORDREY 

216 W. 23d St., Wilmington, Del. 























Money 
Maker 
for the Dealer 


Improved Featherweight 
ICE-CREEPER 


4 7 seller when icy weather comes. Retails 
cents. Made in 3 sizes. No. 1—for 
No. 2—for ladies’ 


pA heels or rubbers. 
shoes or overshoes. No. 3—for men’s shoes 


and lenbernnanys boot. Apply your 


Jobber— 
S yes ove inte Ga) ben Ges we 
send name 


rest jobber. 
CHURCHILL’, MFG. CO. 
278 Thorndike Street, 
Lowell, Mass. 








Metal Shoe Fitting Stools 





write tor THE CHICAGO 


and Prices WIRE CHAIR CO, 


621 N. La Salle Street, Chicago, Il. 








You can now secure a New York City sales office and display room 
in the best location in the largest shoe buying center in the world. 
Suitable for a substantial line alone or for two non-competitive 


B-856, c/o Boot and Shoe Recorder 
127 Duane St., New York City, N. Y. 


I ssenseneseineneneosssussenonnsensanaaeans 





CASH PAID 


for entire shoe stocks or surplus stocks 
of shoes or other merchandise. Any 
quantity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone Spring 1443 








CASH PAID 


for shoe stores or surplus stocks of 

shoes or for other merchandise. 

taken over. We will send a repre- 

sentative to investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 











We buy quick and pay highest cash 
price for retail and wholesale stocks 
of shoes or any other merchandise. 
Quantity no object. 

For 30 years our specialty. 

Bank and mercantile references. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, 
Phone Pulaski 1798 








HIGHEST CASH PRICES PAID 
for entire shoe peocinn, ee also buy 
your surplus or slow sell A er 
no object. Retail or whelt e. Short 
term — taken off 


nttal” tabi us. Co 
p— A blished 1890. 


GLAUBERG 
436 Grand 5 Street, New York City 
We also purchase clothing, hats, fur- 
nishing goods, etc. Dry Dock 0362 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 ae. ae NEW —. N.Y. 


pr {Beta } case 


on a hand for 
ant tases basements 














MISCELLANEOUS 





































Made Only of Wood 
for all lines : 
IMMEDIATE 
SHIPMENTS 
ned for Catalog 
Tag Qecan tw. pn Qunen $e 


CIN CINNAT?, O. 
.) XB  — 































ESTABLISHED !I880 ir 


























IDEAL ROLLING 
LADDERS 


are 
25% Cheaper 
and Guaranteed 
Write for Oatdlog 

















@access Furniture 
"Finwodt a” 


























ATTRACTIVE 
SHOE CARTONS 


AND 


LABELS 


exclusive shoe trade 








Rise ouitiurs amit re 
THAT SATISFY 











Ok Cane 97 
4d In ELS | xcLUSe 


/*> LE MINGTON AVE 
BROORLYN WY 








BOOT AND SHOE RECORDER January 9, 1926 








MISCELLANEOUS MISCELLANEOUS 








Milbradt Rolling 
Tolan WINDOW 


are mage = °_o_ 
many styles to s 
all kinds of stores ISPI A 
and See. being - 4 D Y 
enable you 

get along with less FIXTURES 
help, save _ the 
wear and tear on 
your shelving, and Made by 
help the appear- 
oe = ae a 

PP: subject to 
approval and satis- a all & Sons 
faction guaranteed. eg 


Write for our latest 933 Arch St. 


— 18 

styles 0: ers as 

— as other store P HILADELP: HIA 
xtures. 


. Milbradt - Are Business Getters 
Manutactering Co. Send for Catalog and Prices 
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Get the Good Will of Your Neighborhood 
Through the Children 
Our catalogue of novelties for children is now 
| ready. We also have some very fine novelties for 
) the home, office, etc. Send for free catalogue. 
“Gain a Lap on Your Competitor.” 
PRETTY SOUVENIR ADVERTISING COMPANY 





37 East 28th Street New York City, N. Y. 











Ns eles (CARTON 


abels 


We design and print most 
of those used by the Shoe Trade 


Complete sel of samples on request 
TL iy 
Jr 


OFFICES ano PLANT: BROCKTON, MASS 
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McAdams Moves Men’s 
Department 


ALEXANDRIA, LA.—The men’s shoe 
department of the McAdams store 
has just moved to new quarters in a 
separate room facing on Third street, 
where young men’s styles in Packard 
fon ato wane shoes are being featured. The tend- 

Hee gar Pa. ency at the present time is toward 
San Francisco, Cal. the darker shades, but the swing to 
— the lighter colors will come with the 


spring in a couple of months. 


H-W shoe store 
seats add to ap- 
pearance — save 
floor space. 











Shreveport Man Married 








SHREVEPORT, LA.—F rank Katzen- 
stein, buyer and active head of the 
Regent Shoe Co., has just returned 
from a trip East. This was a com- 
bined honeymoon and buying trip, 


as Mr. Katzenstein was married 
Phone Walker 5846 Nov. 17. 








Inspect Weimer, Wright & 


Watkin’s New Factory 

Weimer; Wright & Watkin, in 
order to familiarize their sales 
force and other members of their 
organization with the concern’s 
new four story factory at Annville, 
Pa., chartered one of the newest 
model buses of the Philadelphia 
Rapid Transit Company for Satur- 
day, Jan. 9, to carry the executives, 
sales force, department heads of 
the Philadelphia sales office and 
warehouse to Annville and back. 

The start is scheduled for 8.30 
a. m. from the Sixty-ninth Street 
terminal and it is expected that the 
trip to Annville will occupy about 
three hours. Following an inspec- 
tion tour of the factory in which 
the improved methods of manufac- 
turing resulting in efficiency and 
economy will be explained to the 
tourists, a luncheon will be served 
at Chef’s Inn, near Annville. A 
general program of addresses has 
been arranged for the luncheon. 
The party will then return in the 
bus to Philadelphia. 


New Manager for Daniels 


Shoe Store 


CLEVELAND—Sam Hinckley, one of 
the best known men in the shoe in- 
dustry, has come to Cleveland to 
take charge of the Daniels Shoe Store 
at 719 Prospect Avenue. He suc- 
ceeds Walter Synenberg, who has 
been in the business of retailing 
shoes here for many years. Mr. 
Hinckley was a buyer for the shoe 
department at Stix, Baer and Fuller 
in St. Louis for eight years. He has 
brought his family to this city, is 
pleased with his new position, has 
been gratified with the volume of 
business transacted at the store since 
he took hold and likes Cleveland. 

Frank Proshek, buyer for the 
men’s shoe department at the May 
Co., department store, has returned 
from a trip to the East. 


Buys Shoe Store 

Alvin W. Daniels has purchased 
the shoe store formerly operated by 
R. W. Schmidt, at 306 South Spring 
Street, Beaver Dam, Wis., and has 
announced plans for. carrying 4 
complete line of footwear-for men, 
women and children. A repair de- 
partment will also be featured. Mr. 
Daniels is very well known in this 
city, having lived here all of his 
life. He has been employed for the 
past eight years by the Wayenberg 
Shoe Manufacturing Co. in Milwau- 
kee. 
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\Greecey Boupoirs | 


T HAVE a wide assortment of 
colors and black. Black Kid 
with leather or rubber heels. 
Colored Kid styles carry leather 
heels only. I carry the stock, 
you can order as wanted. Ship- 
ments in 36-pair cases. Once 

you ti my boudoirs 

you will always want 


APPROVED BY 
MEDICAL MEN 


48 @ sturdy support for the ankles of 
gtowing children and as a_ fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 
use. 


v Make your ae. of 
1atiom@) children’s shoes com- 
ar bc plete by sending your 
order today. 
Phone Brockton 2183 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 Ne. Main Street 
Brockton, Mass. 
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Did You Ever 
Think of This»? 


You probably have used equip- 


ment, shop-worn equipment, out- 
of-date models or products which 
you do not want but which some 
one else would be glad to get hold 
of at a price under the market. 


Classified Advertising in the 
BOOT AND SHOE RECORDER 
will move them quickly and eco- 


nomically. See Classified Section 
for Advertising rates. 
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CONVENIENT 
SERVICE STATIONS 


for the famous 


GOODYEAR GLOVE 


RUBBERS 


MARION, IND. COLUMBUS, OHIO 
DETROIT, MICH. CHICAGO, ILL. 
GRAND RAPIDS, MICH. 


For bigger profits, prestige and lasting good 
will, feature GOODYEAR GLOVE RUB- 
BERS—the quality line. 


With liberal stocks, a wide variety of kinds, 
a rubber for every last, we are ready toa 
give you 100 per cent service with same 
day as ordered deliveries. 


Wire or mail your at once orders to the 
branch nearest to you. 


Women’s on Brit, Ashton and Eton 
Misses’ on 

Men’s on Brit and Ardsley 

Boys’ on Brit 

Youths’ on Brit 


Prices Subject to Change Without Notice 


Marto pufber Co 


When writing to advertisers please mention Boot ann SHos REcorDER 
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That’s A Perfect Job! 


AT a marvel Repco Dy is for dyeing black, all kinds of russet, 

tan and other light-colored leathers. It is very easy to dye light- 

colored shoes a permanent jet black with Repco Dye. When dry, 
it can easily be rubbed up to a smooth, glossy lustre. 
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The shoes will look as though they were always black. Repco has 
no offensive odor and is unaffected by water. 






Repco Dye is now put up in convenient 2%-ounce bottles. This 
new size is particularly adapted for home use. Your customers will 
welcome Repco as a means of getting longer wear out of their light- 
colored shoes which have become hopelessly soiled. Black polishes 
and pastes can be applied over Repco with excellent results. It will 
pay you to keep a supply of Repco Dye on hand. 
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United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch: 859 Mission Street 
J. K. Krieg Company, 39 Warren St., New York City 







For Sale by Shoe Findings Dealers 
) 
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ut want good shoes- 
why nol have 
good laces 4 


Mr. Shoe Merchant— 


You can serve your customer by asking 
your manufacturer to equip your shoes with 


“CORDO-HYDE” LACES 


They look better and wear better than 
ordinary laces. In short they satisfy. 


O. A. MILLER TREEING MACHINE CO. 
SHOE LACE DIVISION 


BROCKTON, MASS. 
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